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PUBLISHERS*  PREFACE. 


Tills  volume  is  compiled  from  a  series  of  leaflets  pre- 
pared and  distributed  by  the  antbor,  Mr.  Thomas  W.  Black- 
burn, the  well  known  aeeieCary  and  ooonael  of  the  Am^caii 

Lite  Oouventioii. 

For  more  than  twenty-five  years  Mr.  Blackburn  has  been 
intimately  a  part  of  the  growth  and  development  of  life 
Insurance  in  the  United  ^States. 

Mr.  Blackburn  has  studied  the  principles  and  practices 
of  the  Institution  of  life  insurance  from  the  standpoint  of 
the  lawyer,  the  executive  and  the  policyholder.  Having  a 
rare  facility  of  concise^  dear  expression,  his  treatises  are 

classics. 

The  chapters  in  this  Look  are  accurate  statements  of 
established  principles  which  have  made  life  insurance  so 
Important  In  the  social  economy  of  our  nation.  In  simple 
language  both  pleasing  and  Instmctlve,  he  has  made  the 
svsioiM  and  the  practice  of  life  insurance  clear  to  the  av^- 
age  n'udcr. 

The  publishers  have  persuaded  him  to  permit  them  to 
a.ssemljle  the  contents  of  these  leaflets  in  book  form  and  he 
has  authorized  us  to  present  them  to  policyholders  seeking  to 
know  more  about  their  own  life  insurance  policies,  to  life 
insurance  at^ents  anxious  to  acquaint  themselves  with  the 
principles  of  their  l.usiness,  lo  executives  who  have  tmiuent 
occasion  to  address  the  public  on  this  great  co-operative 
system  of  protection  for  depoidents,  to  business  men  who 
may  he  seeking'  liorht  upon  methods  of  avoiding  the  catas- 
trophe of  death  in  their  connnercial  undertakinjjjs.  and  to  the 
life  insurance  companies  who  are  deeply  interested  in  dis- 
spmiuatlng  correct  information  about  the  great  institution. 

The  book  commends  itself.  It  is  readable,  original  iu 
style,  convincing  without  being  didactic  or  argumentative, 
and  it  will  he  found  interesting  enough  to  be  read  either  in 
entirely  or  by  chapter  selected  at  random. 

It  deserves  a  place  in  every  home  library,  in  everv 
salesman's  kit,  in  every  home  ottice,  in  the  travelinir  bag  of 
every  traveler  and  in  the  schools  and  public  libraries. 


THE  PUBLISHERS. 


CHAPTER  I 


INTRODUCTORY 


The  Institution  of  Life  Insurance 


FIDUOIABY  financial  institation,  which. 


for  three  quarters  of  a  century  in  Amer- 


ica,  has  withstood  every  assault,  weath- 
ered every  panic,  outlived  every  epidemic  and 
survived  wars,  experiments,  pestilence,  litiga- 
tion and  legislation,  has  earned,  deserves  and 
should  enjoy  and  maintain  the  respect  and  con- 
fidence of  every  right  thinking  American. 

There  are  individual  banks,  firms  and  fam- 
ilies whose  record  is  phenomenal  in  length  of 
service  given  the  people  of  America,  but  there 
are  no  commercial  undertakings  in  this  young 
land  which  can  parallel  the  marvelous  record 
of  Legal  Eeserve  Life  Insurance. 


It  is  the  one  co-operative  corporate  entity, 
which  stands  upon  so  firm  a  foundation  that  it 
could,  and  did,  face  every  form  of  disaster  with- 
out impairment,  reorganization  or  revolution. 
No  other  form  of  commercial  endeavor  has  so 
entrenched  itself  in  principle,  practice  and  ac- 


ON  A  FIRM  FOUNDATION 
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complishment.  There  have  been  a  very  few 
mismanaged  and  unsuccessful  life  insurance 
companies.  There  will  be  others.  But  the  only 
possible  excuse  for  failure,  whether  large  or 
small,  is  weakness  of  management,  or  corrupt 
manipulation.  The  probability  of  both  is  re- 
duced to  the  minimum  by  supervision  and 
publicity. 

Based  upon  an  inmciutable  law  of  life,  as  it 
has  been  mathematically  determined,  life  In- 
surance on  the  legal  reserve  plan  is  as  safe  as 

an  established  government.  From  the  serene 
height  of  a  monument,  buiklod  upon  faithful 
application  of  the  principles  of  average  and  co- 
operation, Legal  Beserve  Life  Insurance  shines 
forth  in  all  its  beauty  of  beneficence. 

A  UNIVERSAL  SERVICE 

Widows  and  orphans  praise  it.  Capital  and 
Labor  alike,  are  its  beneficiaries.  Embarrassed 
business  men  and  hard  pressed  debtors,  find  it 
a  friend  indeed  in  the  time  of  need.  Estates 
bnilded  and  conserved,  proclaim  its  value. 
Children  educated  and  youths  started  in  profes- 
sion or  business,  mark  its  onward  course.  Wher- 
ever it  is  called  upon  for  service,  whether  in 
financing  the  farmer,  building  and  acquiring  the 
home,  protecting  a  business,  tiding  over  a 
debtor  or  saving  an  estate  from  the  sheriff,  pro- 
viding for  old  age  or  covering  loss  of  employ- 
ment, without  discount,  debate  or  delay,  life  in- 
surance performs  its  great  duties. 
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•The  life  insurance  contract  is  the  highest 
form  of  agreement  thus  far  devised  by  man.  It 
is  the  only  gainful  undertaking  which  is  not 
based  upon  the  relation  of  gain  and  loss.  Every 
other  character  of  commercial  advantage  con- 
templates loss  on  one  side,  if  there  be  gain  on 
the  other,  in  every  step  of  every  transaction. 
Legal  Beservfe  Life  Insurance  is  a  recurring 
succession  of  gains. 

A  SYSTEM  OF  EQUATIONS 

Actnarily,  Legal  Beserve  life  Insurance  is  a 
system  of  equations.  Theoretically,  every  per- 
sistent policy  holder  in  a  Legal  Reserve  Life 
Insurance  Company  lives  out  his  expectancy. 
The  premiums  he  pays  on  his  policy,  increased 
by  compound  interest,  are  the  mathematical 
equivalent  of  the  sum  payable  at  the  maturity 
of  the  contract  plus  expenses  and,  in  case  of  mu- 
tual companies,  the  refunds,  misnamed  divi- 
dends or  dividend  additions. 

NO  LOSS  ANYWHERE 

When  a  policy  matures  by  its  terms  the  prem- 
ium payments  and  accretions,  less  expenses, 
are  returned  to  the  contributing  policyholder 
or  his  beneficiary.  Mathematically  considered, 
the  company  is  out  no  money,  the  policyholder 
has  had  the  protection  throughout  the  term  of 
the  contract  equivalent  in  money  to  his  pay- 
ments year  by  year,  and  the  beneficiary  is  en- 
riched by  the  amount  paid  by  the  company  in 
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settlement  of  the  policy  obligation.  The  com- 
munity where  the  beneficiary  resides  has  the 
amotmt  received  by  the  beneficiary  added  to  its 
aggregate  wealth.  There  is  no  loss  anywhere 

along  the  line,  for  each  party  to  the  contract 
from  the  agent  who  solicits,  and  the  medical 
examiner  who  examines,  to  the  community  of 
which  the  beneficiary  is  a  part  has  been  com- 
pensated. 

It  will  be  urged  by  actuaries  that  there  is  a 
loss  of  the  producing  power  of  a  life,  where 
the  poUcy  matures  by  death,  but  this  is  an  in- 
accuracy. When  a  man  dies  another  takes  his 
place  In  the  economy  of  human  life,  death  is 
merely  the  fruition  of  life.  Death  is  not  prop- 
erty loss  in  the  sense  that  a  disabling  accident 
or  a  destroyed  building  is  a  property  loss.  In 
both  these  instances,  there  is  only  a  partial  or 
complete  recoupment  by  insurance  to  the  indi- 
vidual poUcy  holder.  The  loss  of  time  and  the 
destruction  of  physical  property  are  losses  to 
the  community  which  cannot  be  restored  and 
for  which  compensation  to  such  community  is 
impossible. 

THE  DISTINCTIVE  FEATURE 
The  distinctive  characteristic  of  the  life  in- 
surance contract  is  its  power  to  extend  his  es- 
tate beyond  the  life  of  the  policy  holder,  and 
maintain  its  integrity,  in  spite  of  the  certainty 
of  death.  It  differs  from  every  other  form  of 
indemnity,  because  it  is  assurance  against  the 
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happening  of  a  contingency  certain  to  occur.  A 
fire  or  accident  policy  may  mature  as  a  claim 
or  may  not.  These  forms  of  indemnity  are 
based  upon  the  probabilities  of  accidents  and 
the  premiums  are  calculated  from  the  averages 
of  experience.  The  life  contract  is  a  continuing 
assurance  of  indemnity  against  an  event  cer- 
tain, and  under  the  law  of  averages,  inevitable, 
at  a  fixed  date,  though  not  determinable  in  ad- 
vance as  to  the  individual  maturity. 

TRIED  AND  FOUND  INVINCIBLE 

In  1905,  during  the  New  York  investigations, 
and  for  several  years  following,  the  citadel  of 
life  Insurance,  then  represented  by  the  largest 

aggregate  of  fiduciary  capital  which  enterprise 
and  genius  had  ever  accumulated  in  a  single 
line  of  undertaking,  was  attacked  by  legisla- 
tion, by  demagogues,  by  self-seeking  and  self- 
serving  interests  of  great  wealth  and  by  singu- 
lar and  ingenious  malevolence.  The  newspapers 
of  this  great  country,  the  muckrakers  in  nearly 
all  the  magazines,  the  statesmen,  big  and  little, 
in  states  and  nation,  and  the  President  of  the 
United  States,  united  in  a  sentiment  of  antag- 
onism. Many  x>ersons  were  frightened  away 
from  the  beneficent  and  misused  institution. 
Attempts  were  made  in  courts,  in  legislatures, 
in  Congress,  in  combinations  of  wealth,  and  by 
the  most  mendacious  propaganda,  to  undermine 
and  overthrow  this  tremendous  fortress  of 
protection. 
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It  survived  and  stood  after  a  ten  year  war 
of  utmost  violence,  unsullied  and  supremely  sol- 
vent No  Bank  of  England,  or  Federal  Eeserv^e 
System,  woxQd  have  maintained  its  financial  in- 
tegrity against  the  attacks  made  npon  the  in- 
stitution of  Life  Insurance.  Not  one  policy 
contract  was  repudiated,  scaled  or  postponed 
by  reason  of  this  unparalleled  situation. 

A  PHENOMENAL  HISTORY 

This  magnificent  demonstration  of  the  sound- 
ness of  the  principles,  the  safely  of  the  trust 
funds,  the  perpetuity  of  the  organized  benefi- 
cence which  American  genius  and  human  pres- 
cience devised  and  constructed,  is  the  most 
phenomenal  commercial  fact  in  all  history. 

When  the  United  States  became  involved  in 
the  World  War,  the  integrity  of  the  life  insur- 
anoe  contract  was  again  assailed.  Contracts 
based  upon  peace  conditions  without  anticipa- 
tion of  war  losses,  were  confronted  with  dire 
possibilities.  Before  the  Armistioe  brought 
about  a  cessation  of  the  slaughter  of  pol- 
icy-holders, a  world-wide  epidemic  was  ex- 
perienced and  the  normal  mortality  of  the  com- 
panies was  doubled  and  in  many  instances  re- 
doubled. A^dn  the  institution  draionatrated 
its  marvelous  perfection  as  a  business  enter- 
prise and  not  a  single  contract  was  repudiated 
or  a  loss  scaled. 
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THE  WAR  RISK  INSURANCE 

The  United  States  assumed  an  ultimate  pos- 
sible liability  of  more  than  $40,000,000,000  upon 
the  lives  of  its  soldiers  and  sailors,  charging 
the  legal  reserve  net  premium,  only,  for  its 
proposed  indemnity.  The  greatest  and  richest 
government  of  the  world  stood  back  of  its  con- 
tracts and  based  its  ability  to  meet  unheard  of 
possible  losses  upon  legal  reserve  life  insur- 
ance principles  and  the  American  mortality 
tables  with  3l^  per  cent  interest.  Again  the 
foundation  of  the  most  wonderful  business  in 
the  world  was  shown  to  be  soimd.  The  govern- 
ment has  carried  its  tremendous  risk  without 
adding  a  dollar  to  the  net  premium  rates  fixed 
by  the  experience  of  the  companies,  assuming 
voluntarily  the  expense  element,  but  standing 
safely  upon  the  mortality  tables  and  the  re- 
serves which  life  insurance  has  made  the 
groundworic  of  its  great  growth  and  its  history 
of  beneficence. 

LIFE  INSURANCE  SOLD;  NOT  BOUGHT 

In  passing,  it  may  be  further  rmarked,  that 
the  government  has  demonstrated  anew  a  fact 
long  known  to  the  life  insurance  companies: 
the  fact  that  life  insurance  is  not  bought,  but 
must  be  sold.  The  $40,000,000,000,  written  un- 
der the  pressure  of  war  opportunities  and  con- 
ditions, has  lapsed  to  mudi  lees  than  one  Inl- 
Hon  doUan  in  volume  of  converted  permanent 
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policies,  because  in  the  parlance  of  the  busi- 
ness, the  policies  of  life  insurance  ^en  by 
soldiers  and  sailors  were  not  sold.  The  per- 
sonal appeal  saves  the  policy  and  protects  the 
beneficiary.  Advertising,  oratory  and  statis- 
tics are  ineffective  unless  they  are  followed  up 
by  the  solicitation  of  the  life  insurance  sales- 
man. 

WITHSTOOD  DEFLATION 
The  period  from  October  1,  1920,  until  Dec- 
ember  31,  1921,  will  never  be  forgotten  m  the 
finandal  history  of  America.  It  was  a  time  ot 
delation  and  business  mm,  from   farmer  to 
ffreat  financier,  podteted  untold  losses.  Agwn 
the  fundamental  stabiUty  of  tins  great  rnstitu- 
tion  withstood  the  test.     No  Life  Insurance 
Company  in  America  appealed  to  the  Govern- 
ment,  the  Federal  Keserve,  or  any  bank  tor 
hdp.  On  the  contrary,  the  loans  made  by  Lite 
Insurance  Companies  to  tiieir  poUcyholders 
helped  hundreds  of  thousands  of  men  m  all 
walks  of  life  to  maintain  their  credit  or  meet 
their  personal  obligations.   It  is  no  exaggera- 
tion  to  say  that  Legal  Reserve  Life  Insurance, 
during  this  distressful  period,  saved  more  busi- 
ness men  from  bankruptcy  than  any  statisti- 
cian will  ever  know. 

THE  EXECUTIVES 

The  Executive  Officers  of  the  American 
Companies  appreciate  the  high  trusteeship 
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which  controls  tiie  faiUions  of  American  sav- 
ings, for  the  protection  of  beneficiaries.  They 
realize  and  they  live  up  to  this  tremendous 
responsibility.  More  than  half  a  century  of 
American  Life  Insurance  with  all  the  benefits 
America  has  enjoyed  from  this  great  institu- 
tion testify  to  their  fidelity.  The  fact  that  no 
life  insurance  company  which  continually  eon- 
ducted  its  business  on  the  legal  reserve  basis 
has  failed  with  losses  to  policyholders  within 
forty  years,  is  proof  of  their  business  capacity. 

THE  BENEFICIAL  LAWS 

The  legislation  of  recent  years  for  the  better- 
ment of  the  business  is  due  to  the  initiation  of 
the  companies  themselves.  They  have  written 

the  protective  laws  which  have  improved  super- 
vision, liberalized  the  contracts  and  made  cer- 
tain their  fulfilment.  Policyholders  first,  is  the 
primal  principle  of  Legal  keserve  Life  Insur- 
ance and  no  code  of  laws  can  be  approved  in 
home  offices  which  in  any  wise  impairs  the 
rights,  benefits  and  privileges  of  the  policyhold- 
ers. This  is  true  in  stock  companies  and  mutual 
companies  alike,  because  both  kinds  of  this 
great  business  are  fundamentally  the  same  and 
each  succeeds  only  in  proportion  to  the  service 
it  renders  to  its  co-operating  members  —  the 
policyholders. 

LIFE  INSURANCE  SALESMANSHIP 
The  noble  profession  of  life  insurance  sales- 
manship has  produced  in  large  part  the  tangi* 
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We  results  told  in  millions  and  billions  by  the 

accountants  of  Life  Insurance.  Contemptuously 
mistreated  at  times  and  constant  victims  of 
bnmorous  paragraphs,  they  are  an  army  of 
most  helpful  public  servants.  They  are  the 
grand  army  of  tiie  republic  in  recruiting  Amer- 
ican policyholders,  the  courteous  lieutenants 
and  efficient  soldiery  of  American  altruism,^  the 
banner-bearers  of  prosperity  for  American 
homes  and  the  protective  militia  of  American 
commerce. 

THE  FIELD  STILL  OPEN 
The  Life  Insurance  Companies  of  America 

with  all  their  aggressiveness  have  succeeded  in 
writing  only  about  $70,000,000,000  of  ordinar}' 
legal  reserve  life  insurance,  which  means  about 
35,000,000  policy  holders.  These  figures  do  not 
include  some  $11,000,000,000  of  industrial  life 
insurance  on  perhaps  14,000,000  policyholders. 
There  are  not  less  than  70,000,000  of  insurable 
people  in  the  United  States  and  every  day  a 
new  host  reaches  the  insurable  a^?e.  '*The  field 
is  white  unto  the  harvest  but  the  laborers  are 
few,**  compared  to  the  opportunities  for  suc- 
cessful soliciting. 

AN  ACCEPTED  FACT 
The  importance,  yea,  the  necessity,  of  Legal 
Beserve  life  Insurance,  is  now  an  accepted 
fact.  The  unhappy  experience  of  fraternal 

societies   and   assessment   associations,  has 


BLACKBURN  ON  LIFE  INSURANCE  19 


brought  home  to  insurers  everywhere,  the  value 
of  tl^  legal  reserve  system.    All  temporary 

makeshifts  have  gone,  or  will  go  later,  into  the 

discard,  and  Life  Insurance  as  exemplified  by 
the  old  line  legal  reserve  companies,  is  recog- 
nized as  the  safe,  scientific  and  supremely  sat- 
isfactory plan  of  protection  and  indemnity  for 
men,  women,  children,  partnerships  and  cor- 
porations. 


The  Shell-Shock  Pathologrist 

life  insurance  is  seldom  solicited  by  the  pros- 
pective policyholder.  In  other  words  it  is  sel- 
dom bought  but  must  be  sold.  Hence  tiie  agent 

or  solicitor  must  find  the  prospect  and  sell  the 
policy.  Without  the  agent  thousands  of  widows 
and  orphans  would  be  left  to  shift  for  them- 
selves when  death  strikes  a  loving  father.  The 
agent  personally  represents  the  precepts  of 
protection  and  preadies  the  preservation  of 
America's  greatest  asset — ^the  Home.  The  agent 
is  the  great  shell  shock  pathologist  and  he 
makes  the  highway  of  life  smoother  and  easier 
for  the  sorrowing  dependents  of  deceased 
breadwinners.  His  is  a  noble  calling. 


CHAPTEB  IL 


The  Contents  of  a  Non-Participating 

Life  Policy 


CHIEF  Justice  Taft  stated  before  a  gath- 
ering of  life  insurance  agents  that  he  had 
a  number  of  policies  bat  had  never  read 
one  of  fiiem.  Probably  fhree-fonrths  of  the 
policyholders  of  life  insurance  companies  have 
not  read  their  policies. 

Yet  there  is  nothing  hidden  or  disguised  in 
a  modem  life  insnrance  policy  and  the  restric- 
tions contained  are  generally  those  which  the 
laws  require. 

The  policy  is  without  restrictions  as  to  occu- 
pation, travel  or  residence  and  becomes  incon- 
testable after  one  or  two  years. 

In  some  policies  there  are  provisions  limit- 
ing the  company's  liability  when  a  policyholder 
enters  military  or  naval  service  in  time  of  war. 

It  may  be  interesting  to  policyholders  and 
prospective  policyholders  to  have  before  them 
a  brief  resume  of  what  the  ordinary  non-partic- 
ipating life  insurance  policy  contains. 

The  ordinary  life  or  whole  life  policy  is  the 
Keystone  policy  of  life  insurance.  The  higher 
premium  forms  are  modifications  of  the  whole 
life  form.    As  life  insurance  is  a  systan  of 
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equations,  it  may  be  said  that  there  is  no  dif- 
ference in  principle  and  no  material  difference 
in  the  final  result 

THE  FACE  OP  THE  POLICY 

On  the  face  of  the  policy  in  the  simplest  and 
most  direct  terms  appear  the  conditions  of  the 
policy  contract.  This  portion  contains  a  prom- 
ise to  pay  at  death  a  sum  certain  to  a  named 
beneficiary  in  consideration  of  the  application 
and  the  payment  of  a  definite  annnal  premimn. 
The  policy  is  signed  only  by  the  company  and 
binds  the  company  absolutely  to  its  terms  with- 
out reserving  any  right  at  any  time  to  cancel 
or  declare  it  forfeited  so  long  as  premium  pay- 
ments are  paid  prompUy. 

PRIVILEGES  AND  CONDITIONS 

By  reason  of  certain  laws  enacted  by  legis- 
latures or  fixed  by  court  decisions  it  is  neces- 
sary to  set  forth  certain  provisions  in  detaiL 

The  application  being  the  basis  of  the  con- 
tract, it  follows  that  the  answers  to  questions 
must  be  true,  full  and  candid. 

Assuming  that  the  applicant  for  the  policy 
has  made  truthful  answers  to  the  questions 
propounded,  his  application  has  been  approved 
and  the  pcdk^  issued,  the  first  danse  following 
the  titie  should  be  and  is  the 

Ineontestable  Clause 

This  danse  dedmres  the  policy  incontestable 
after  one  (sometimes  two)  years  from  date  ex- 
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oepting  for  nonpayment  of  premiums  (and  vio- 
latioiiB  as  to  military  andnayal  servioe  in  some 
oaaee). 

Orace 

This  danse  grants  a  grace  of  one  month  for 
payment  of  preminms  after  the  first 

Non-Forfeiture 

Sometimes  included  under  Options  on  Sur- 
render or  Lapse*'.  After  the  poUcy  has  been 
in  force  three  fall  years  and  within  three 
months  of  default  in  payment  of  a  premiom, 
the  policyholder  may  withdraw  the  cash  sur- 
render,  or  he  may  take  paid  up  or  extended 
ingoranoe,  all  as  plainly  appears  in  a  table  m 
the  policy.  Many  companies  make  one  or  other 
of  these  options  antomatic,  if  no  selectio]i  of  an 
option  is  made  by  the  policyholder. 

Lapses 

A  policy  lapses  when  a  premium  is  not  paid 
within  the  days  of  grace.  If  this  occurs  before 
the  date  when  the  non-forfeiture  options  are 
avaihstble,  the  policy  then  beoomes  nnll  and  void. 

Surrender 

A  policy  may  be  surrendered  at  any  time, 
but  after  three  premiums  are  paid,  it  may  be 
snnendered  for  cash,  the  cash  being  the  amount 
named  for  the  year  of  surrender  shown  in  the 
table,  less  indebtedness. 
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Paid'Up 

A  policy  is  paid  up  when  the  premium  paying 
term  is  ended,  or  when  it  lapses  for  nonpay- 
ment and  the  policyholder  elects  to  take  the 
paid  up  value  in  lien  of  cash  or  extended  insur- 
ance. The  paid  up  value  is  shown  in  the  table. 

Eictended  Insurmice 

When  three  or  more  premiums  have  been 
paid  the  policy  may,  at  the  election  of  the  pol- 
icyholder or  automatically  in  many  cases,  be 
carried  for  its  face  for  a  period  of  days,  months 
or  years  without  further  payment  of  premiums, 
as  is  shown  in  the  table.  This  is  extended 
insurance. 

Loans 

After  three  years  the  policyholder  may  bor- 
row from  the  company  upon  the  policy  as  col- 
lateral, a  sum  not  exceeding  that  set  forth  in 
the  table.  This  is  called  a  policy  loan  and  the 
policy  continues  in  force  for  its  face  less  the 
indebtedness,  provided  the  subsequent  prem- 
iums and  interest  in  advance  are  paid  as  they 
become  due.  The  policy  is  nonforfeitable  so 
long  as  there  remains  any  reserve  to  carry  it 
and  usually  cannot  be  forfeited  by  the  company 
when  the  reserve  is  exhausted  without  notice  to 
the  policyholder. 

Assignment 

A  policy  may  be  assigned  at  any  time  upon 
a  proper  request  of  the  policyholder  in  writing 
filed  with  the  company. 
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Change  of  Beneficiary 

If  the  policy  oontidiis  a  proyision  to  that  ef- 
fect, or  the  laws  of  the  state  so  provide,  the 

policyholder  may,  on  written  request,  change 
the  beneficiary  at  any  time  if  he  has  not  as- 
signed it  or  placed  it  where  he  cannot  send  it 
to  the  company  to  have  the  change  proposed  en- 
dorsed npon  the  policy.  The  policyholder  may, 
however,  make  tiie  designation  of  the  benefi- 
ciary irrevocable  if  he  so  desires. 

Beinsiatemeni 

A  policy  may  be  reinstated  after  a  lapse  upon 
compliance  with  the  rules  of  the  company. 
These  require  a  certificate  of  health  or  a  re- 
examination and  the  payment  of  delinquent 
preminms  with  interest 

Suicide 

Snidde,  sane  or  insane,  within  the  period  of 
contestability,  is  a  risk  not  assumed  by  the  com- 
pany, but  usually  the  company  will  return 
premiums  in  suicide  cases. 

Military  and  Naval  Service 

Some  companies  exempt  themselves  from  lia- 
bility for  death  of  insured  while  in  military  or 
naval  service  in  time  of  war. 

Bisks  Not  Assumed 

Most  companies  decline  policies  on  aero- 
nauts, aviators  and  submarine  operators,  and 
assume  no  risk  in  such  oases  during  the  eaor 
testaUe  period. 
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The  General  Pravieians 
Prohibit  modifications  of  policies  by  agents 

and  authorize  only  general  officers  to  make 
changes  and  then  only  in  writing. 

Provide  that  indebtedness  to  the  company 
may  be  deducted  from  proceeds. 

Provide  for  furnishing  proof  of  death. 

Provide  for  definite  dates  when  premiums 
must  be  paid. 

And  specify  the  method  of  computiog 
reserves. 

Table  of  Values 

The  table  of  values  sets  out  the  amounts 
available  at  the  end  of  each  policy  year  begin- 
ning with  the  third,  for  cash,  loan,  paid  up  and 
extended  insurance,  usually  for  the  term  of  the 

policy  up  to  the  20th  year  and  will  compute  the 
values  for  any  subsequent  year  on  request  of 
the  policyholder. 

Copy  of  Application 

The  policy  and  the  application  constitute  the 
contract  and  usually  a  copy  of  the  application 
is  attached  to  or  a  part  of  the  instrument. 

THE  POLICY  IS  EASILY  UNDERSTOOD 

The  companies  strive  faithfully  to  set  forth 
their  obligations  and  that  of  the  policyholder 
in  plain  language  which  cannot  be  misunder- 
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THE  CONTRACT  IS  UNILATERAL 
This  means  that  the  life  insurance  company 
is  bound  irrevocably  by  its  terms  after  one  or 
two  years  as  will  appear  in  the  Incontestable 
danse.  Within  that  period,  it  may  question  its 
liability  upon  the  ground  of  frand,  misstate- 
ment or  misrepresentation.  After  that  period 
it  is  barred  by  its  terms  from  setting  up  any 
defense  whatsoever  excepting  nonpayment  of 
premium.  The  policyholder,  however,  is  not 
bonnd  to  the  comimny  by  any  enf ordble  agree- 
ment He  may  abandon,  cancel  or  lapse  at  will. 

A  UNIQUE  UNDERSTANDING 
The  company  offers  for  a  definite  premium 
to  answer  to  the  policyholder  and  his  benefic- 
iary in  unmistakable  terms,  without  reserving 
to  itself  any  privilege  of  release,  rescission  or 
cancellation  so  long  as  premiums  are  paid  with- 
in the  grace  period,  and  without  any  reserved 
right  to  compel  performance  by  the  other  con- 
tracting party.  The  beneficiary,  the  third  party 
to  the  contract,  is  required  oidy  to  submit  due 
proof  of  the  death  and  upon  receipt  of  such 
proof  the  company  pays  the  claim  in  full,  less 
indebtedness  of  the  policyholder  on  the  policy 
for  a  loan  or  premiums.  If  the  policy  has  been 
assigned  it  is  adjusted  with  the  assignee. 

OTHER  FORMS  OF  POLICIES 

Participating  policies  contain  provisions  for 
refunds  or  dividends.  Limited  payment  poli- 
cies specify  the  periods  during  which  premiums 
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must  be  paid  and  set  out  the  privileges  and 

proceeds  when  the  policies  mature.  However, 
these  are  derived  from  the  ordinary  life  form 
and  differ  only  in  special  particulars  plainly 
set  forth. 


I.  w.  w.  w. 

The  soliciting  agent  is  the  genuine  I.W.W.W. 
— ^Insistent  Welfare  Worker  of  the  World — 
who  is  derided  by  the  procrastinating  husband 
and  father,  but  welcomed  by  the  bereaved  widow 
and  orphan.  He  is  the  most  helpful  colporteur 
of  co-operation,  and  to  him  and  his  kind,  Amer-* 
ica  is  indebted  for  the  greatest  thing  in  this 
world  of  struggle  and  selfish  strife — the  Insti- 
tution called  Legal  Beserve  Life  Insurance. 


CHAPTEB  m. 


n 


Policy  Liabilities  Are  Promptiy  Paid 


THE  Legal  Eeserve  Life  Insurance  con- 
tracts of  today  are  models  of  clarity  of 
statement.  Any  person  of  ordinary  in- 
telligence who  can  read  the  English  language 
knows  exactly  what  rights,  privileges  and  con- 
ditions they  contain.  They  are  wittiont  ambig- 
nity  or  necessity  for  technical  interpretation. 

Consequently  when  the  insured  has  per- 
formed his  part  of  the  contract,  there  is  no  con- 
fusion or  misapprehension  possible  at  maturity. 

No  lawyer  or  counsellor  is  required  in  mak- 
ing up  proofs  and  no  toll  is  exacted  for  per- 
formance of  the  company's  obligations. 

PROMPT  PAYMENTS 

The  beneficiary  is  generally  the  widow  or  the 
orphans  of  the  deceased.  The  company  pays  in 

full  upon  receipt  of  notice  of  death  of  a  policy- 
holder and  proper  proofs  of  the  fact. 

Except  when  the  named  beneficiary  is  an  in- 
tmtf  an  incompetent  or  fiie  policy  is  payable 
to  the  estate  of  the  deceased,  no  preliminary 

proceedings  in  court  are  required. 

Companies  pay  within  twenty-four  hours  af- 
ter receipt  of  due  proof  of  death,  to  the  bene- 
ficiary dbreet^  or  the  administrator  or  guar^an. 
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Where  controversies  arise  between  persons 
claiming  the  benefit  of  a  matured  policy,  the 
company  pays  the  money  into  court  as  prompt- 
ly as  court  procedure  will  permit. 

NO  DISCOUNT,  DEBATE  OR  DELAY 

In  consequence  of  the  foregoing  facts  com- 
paratively little  litigation  arises  between  policy- 
holders or  beneficiaries  and  the  companies.  Pol- 
ides  are  generally  incontestable  by  their  terms 
after  one  or  two  years.  Hence  in  more  than 
ninety-nine  per  cent  of  the  claims  arising 
against  legal  reserve  life  insurance  companies, 
the  claims  are  paid  without  discount,  debate  or 
delay. 

An  impression  seems  to  prevail  among  the 
uninformed  that  life  insurance  companies  re- 
sort to  technical  defenses  to  avoid  payments 
upon  their  policies.  This  is  grossly  xmtrue  and 
unfair.  No  legal  reserve  l^e  insurance  com- 
pany in  America  ever  hides  behind  a  technical- 
ity in  contesting  a  claim. 

Incidentally  technical  questions  are  involved 
in  the  procedure  incident  to  such  contests  after 
tiiey  are  instituted,  but  the  issue  which  eventu- 
ates in  the  contest  is  invariably  a  substantial 
defense.  Defense  is  the  proper  term,  for  the 
companies  seldom  bring  an  action  against  a 
policyholder.  This  is  partly  due  to  the  unilat- 
eral character  of  the  contract  which  is  binding 
upon  the  company,  though  optional  as  to  the 
policyholder  who  may  abandon  it  at  will. 
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FAVORS  THE  BENEFICIARY 

Furthermore,  fhonsands  of  claims  have  been 
paid  by  the  companies  which  were  of  doubtful 
validity,  because  the  usage  of  every  company  is 
to  resolve  the  doubt  in  favor  of  the  beneficiary. 

It  is  no  answer  to  these  statements  to  assert 
that  the  policy  of  the  courts  has  forced  the  com- 
panies into  this  liberal  attitude.  The  legisla- 
tures and  courts  have  not  initiated  the  prac- 
tices and  principles  of  the  companies.  Practi- 
cally every  new  feature  liberalisdng  policy  terms 
was  first  proposed  by  one  or  more  companies. 
The  famous  Committee  of  Wteen  laws  indnd- 
ing  the  so-called  standard  provisions  were  codi- 
fications of  policy  provisions  and  regulations 
already  used  by  companies. 

COMMITTEE  OF  FIFTEEN  LAWS 

The  standard  provisions  proposed  by  the 
Committee  of  Fifteen  have  been  enacted  into 

the  statutory  law  in  less  than  half  of  the  Amer- 
ican states,  though  practically  every  life  insur- 
ance policy  issued  in  America  contains  these 
standard  provisions.  Prior  to  the  meeting  of 
Oovemors  and  Attorneys  (General  in  Chicago  in 
the  early  days  of  1906,  at  which  meeting  the 
Committee  of  Fifteen  was  appointed,  the  estab- 
lished companies  were  issuing  policies  contain- 
ing most,  and  some  of  them  all,  of  these  stipu- 
lations. 

If  the  public  oould  be  informed  of  the  ingen- 
ious schemes  concocted  for  defrauding  life  in- 
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soranoe  companies,  and  could  be  made  to  under- 
stand that  no  daim  lAdeh  appears  to  be  worttiy 
is  ever  contested,  the  sentiment  of  juries,  and 
perhaps  of  courts,  would  be  more  considerate 
of  the  rights  of  the  companies. 

POLICYHOLDERS  PARAMOUNT 

It  should  be  known,  too,  that  every  life  insur- 
ance company,  stock,  mutual  or  mixed,  is  a  pol- 
icyholders'  company.  The  premiums  paid  in 
by  policyholders  and  the  accruing  gains  there- 
of ,  are  the  capital  upon  which  the  company  does 
business.  The  capital  stock  and  surplus  are  a 
guaranty  fund.  The  officers  and  directors  are 
merely  the  trustees  of  the  policyholders.  The 
interests  of  the  policyholders  are  necessarily 
paramount.  It  is  therefore  the  duty  of  the  offi- 
cers to  refuse  payment  of  palpably  fraudulent 
claims,  because  of  this  trusteeship. 

Every  claim  rejected  is  contested  not  for  the 
protection  of  officers  or  stockholders,  but  solely 
for  the  protection  of  the  honest  policyholders 
whose  premiums  the  company  holds  in  trust 
for  their  benefit,  and  the  benefit  of  their  des- 
ignated beneficiaries. 

THE  ACTUAL  FIGURES 
The  number  of  life  insurance  cases  disposed 
of  in  the  courts  of  last  resort  in  the  United 
States  as  shown  in  Deitch's  Digest  of  Insurance 
Gases  for  thirteen  years,  1910  to  1922  inclusive, 
including  assessment  life  insurance  and  exclu- 
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sire  of  fraternal  oases,  is  2212.  In  the  same 
years  the  fraternal  societies  appear  in  1977 

cases.  The  average  number  of  life  cases  per 
year  is  170  and  of  fraternal  cases  152.  In  the 
year  ending  1910  there  were  153  life  cases  re- 
ported and  in  the  year  ending  October  31, 1922, 
life  insurance  companies  were  parties  to  or  in- 
directly interested  in  135  reported  decisions. 
There  were  181  legal  reserve  companies  listed 
in  the  Spectator  Index  for  December  31,  1910, 
and  252  listed  for  December  31, 1922.  The  total 
volume  of  business  at  risk,  not  including  indus- 
trial policies,  in  December,  1910,  was  $13,200,- 
000,000  and  in  1922  was  more  than  $41,000,- 

UUI/,UUU. 

LOW  PERCENTAGE  OF  CONTESTS 

It  will  be  observed  that  the  record  in  1910 
was  about  8-10  of  a  case  per  company  and  in 
1922  the  ratio  was  75-100.  The  volume  of  busi- 
ness in  force  was  increased  more  than  800  per 
cent.  This  means  thero  were  probably  at  least 
four  times  as  many  policy  claims  settled  in  1922 
as  were  settled  in  1910. 

In  other  words,  if  the  proportion  of  reported 

cases  in  1922  had  bec^n  upon  the  same  ratio  to 
the  volume  as  tlie  number  in  1910  was  to  the 
volume  of  that  year,  there  would  have  been 
nearly  512  cases  reported  instead  of  135. 

When  one  recalls  the  fact  that  in  1922  there 

were  $41,000,000,000  of  life  insurance  at  risk  in 
the  252  companies  doing  business  that  year. 
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with  only  135  reported  cases  all  told,  the  con- 
clusion follows  that  life  insurance  companies  do 
not  seek  but  do  avoid  Utigation. 

AN  UNCONSCIONABLE  LAW 

Nevertheless,  Nebraska  and  several  other 
states  penalize  life  insurance  companies  for  de- 
fending law  suits  brought  against  them  by  tax- 
ing attorneys*  fees  in  the  trial  court  and  also 
in  the  appellate  court,  if  perchance  a  jury  in 
the  lower  court  finds  against  the  company,  or 
the  appellate  court  decides  the  issues  against 
the  company,  or  both  courts  are  adverse. 

This  is  an  unconscionable  law.  It  oudit  long 
since  to  have  been  repealed.  It  begets  litigation 
and  plays  into  the  hands  of  shyster  lawyers.  It 
is  unfair  and  presupposes  a  sham  defense,  for 
upon  no  other  contingency  can  such  a  law  be 
approved.  If  the  court  were  given  authority  to 
tax  attorneys'  fees  when  the  court  finds  there 
is  no  bona  fide  defense,  it  would  be  less  objec- 
tionable, though  the  writer  sees  no  reason  why 
life  insurance  should  be  singled  out  by  the  law 
for  this  form  of  penalty. 

COURTS  BEING  EDUCATED 

There  is  complacency,  if  not  consolation, 
however,  in  the  slowly  growing  tendency  of  the 
courts  to  consider  life  insurance  contracts  on 
their  merits  and  to  modify  some  of  the  harsher 

conclusions  of  former  years.  The  Supreme 
Court  of  the  United  States  has  announced  its 


84      BLACKBURN  ON  UFE  INSURANCE 


discovery  that  life  insurance  policies  contain  an 
incontestability  dause!     The  Iowa  Snpreme 

Court  approving  the  right  of  an  accident  com- 
pany to  limit  the  risk  insured,  expressed  the 
opinion  that  the  right  of  freedom  of  contract 
wai3  essential  to  the  snooessfnl  conduct  of  the 
insurance  business.  The  XJ.  S.  Court  of  Ap- 
peals, 8th  Circuit,  Judge  Sanborn,  says:  **The 
natural,  obvious  meaning  of  the  provisions  of  a 
contract  should  be  preferred  to  any  curious, 
hidden  sense  which  the  exigency  of  a  hard  case 
and  Ihe  ingenuity  of  a  trained  and  acute  mind 
would  discover."  Several  courts  of  last  resort 
have  held  that  unambiguous  terms  in  a  life  in- 
surance contract  should  be  construed  according 
to  their  evident  intent  and  should  not  be 
changed  by  judicial  construction  to  mean  some- 
thing else.  Others  have  broadened  this  princi- 
ple by  holding  that  they  should  be  interpreted, 
even  when  ambiguous,  with  regard  to  the  evi- 
dent purpose  of  the  parties  and  the  nature  of 
the  general  understandings  of  the  insurer  in  its 
treatment  of  its  policyholders.  The  Supreme 
Court  of  Missouri  reversing  the  court  below, 
which  held  a  contract  to  be  ambiguous,  r^odarks, 
''With  all  due  respect  to  the  Court  of  Appeals, 
it  is  manifest  that  this  is  not  construction  but 
the  substitution  of  a  radically  different  con- 
tract." A  Kansas  court  holds  that  courts  can- 
not change  insurance  contracts  any  more  than 
they  can  dange  other  contracts.  The  Texas 
Court  of  Appeals  at  Fort  Worth  held  that  flie 
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insurer  was  not  bound  1^  terms  of  advertising 

cards  or  understanding  of  applicant  but  only  by 
the  terms  of  the  policy.  A  New  York  appellate 
judge  gives  voice  to  a  similar  sentiment.  A 
Utah  court  says:  **Life  insurance  contracts  are 
so  important  in  our  modern  life,  and  affect  so 
many  persons  of  all  classes  and  are  so  bene- 
ficial in  their  effects,  that  they  may  well  receive 
the  consideration  and  protection  of  law-making 
powers.*' 

RECORD  OF  FAIR  DEALING 

In  the  past  few  years  the  policyholders,  the 
public,  legislatures  and  courts  have  become 
more  familiar  with  the  principles  of  life  insur- 
ance and  consequently  their  attitude  is  increas- 
ingly friendly  and  considerate.  This  is  largely 
due  to  the  splendid  continuous  record  of  the 
companies  for  fair  dealing  with  all  concerned. 
Likewise  the  high  character  of  the  executives 
and  ethical  conduct  of  the  field  forces  have  been 
recognized  by  the  general  public 

Once  the  fact  is  established  that  this  great 
business  of  organized  and  effective  beneficence 
is  not  a  supremely  selfish  commercial  under- 
taldng,  but  is  a  thrift-begetting,  altruistic  insti- 
tution for  the  good  of  humanity,  the  oontraot  of 
life  insurance  will  be  reoognised  in  its  true  rela- 
tion to  the  parties  making  it,  the  benefic- 
iaries of  its  provisions  and  the  public. 
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GREAT  WORK  OF  SALESMEN 

It  should  be  remarked  that  the  field  rep- 
resentatives of  the  companies,  who  are  nec- 
essarily close  to  the  policyholders,  arc  doing  a 
splendid  service  to  both  companies  and  policy- 
lu^lders  in  presenting  to  ttie  latter,  the  oppor- 
timity  for  life  insnrance  and  at  the  same  time 
educating  them  to  correct  views  of  the  charac- 
ter, fairness,  value  and  importance  of  life  in- 
surance contracts. 

When  more  than  ninety-nine  per  cent  of  all 
claims  are  paid  promptly  without  question,  the 
polii^holders  must  know  the  companies  deal 
justiy  and  generously  with  beneficiaries. 


CHAPTEB  IV. 


The  Keystone  Policy  of  J-iif  e 
Insurance 


Yo^i  fear  the  Angel  of  Death  may  call 
Before  you  make  your  way  in  life; 

Or  disablement  may  you  hefaU; 
Or  business  suffer  in  the  strife; 

Or  thinking  of  old  age  appal, 

Just  say  to  sweetheart  or  to  wife: 
**Life  Insurance  saves  from  all." 

ALL  life  insurance  policies  are  good.  Some 
are  better  than  others  for  particular  rea- 
sons, governed  by  the  circumstances  of 

the  applicant.  The  ordinary  life  policy  is  the 
keystone  policy  of  life  insurance.  It  has  no 
superior. 

The  lowest  premium  form  of  life  insurance  is 
the  Term  policy.  It  is  protection  for  the  time 
being  but  is  like  rent  paid  for  the  use  of  prem- 
ises for  a  given  period. 

The  sums  of  money  paid  for  rent  are  usually 
less  than  those  required  as  instalments  toward 
ownership  of  the  house.  Nevertheless,  for  pur- 
poses of  protection  only,  for  a  given  purpose, 
during  a  stated  period,  the  Term  policy  may 
sometimes  be  useful 
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The  Tenn  policyholder  may  pay  out  consid- 
erable funds  for  the  purpose  of  temporary  pro- 
tection, as  the  tenant  pays  rent  for  temporary 
possession  of  a  house.  The  tenant  never  owns 
the  house  and  the  Term  policyholder  never  owns 
a  permanent  life  policy.  When  his  Term  pol- 
icy expires,  he  moves  ont  of  life  insnrance,  as 
the  tenant  moves  ont  of  a  building  when  the 
lease  expires,  unless  in  both  cases  the  tempor- 
ary possession  is  reduced  to  ownership  by  con- 
verting the  policy  into  another  form  or  pur- 
chasing the  house. 

THE  ORDINART  LIFE  POLICY 

The  applicant  who  chooses  the  Ordinary  life 
policy  will  not  regret  his  choice.  It  fits  any 
condition  admirably  and  being  convertible  into 
any  higher  premium  form  at  will,  without  re- 
examination, is  adjustable  to  any  change  of  fin- 
ancial status. 

ACTUARIAL  PRINCIPLES 

The  actuarial  principles  are  identical  in  all 
standard  forms  of  legal  reserve  life  insurance 
policies.  Legal  reserve  life  insurance  policies 
are  based  upon  and  are  themselves  equivalents, 

and  equations  so  nicely  calculated  that  they  can 
be  made  to  fit  widely  differing  individual 
requirements. 

In  every  form  of  life  insurance  policy,  the 
premiums  paid,  plus  the  interest  collected,  less 
the  expense  of  securing  and  carrying  the  risk. 
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will  equal  the  legal  reserve.   Briefly  stated: 

Premium+Interest — Expense=Reserve.  This 
formula  is  unvarying  in  legal  reserve  life 
insurance. 

THE  LEGAL  RESERVE 

The  legal  reserve,  increasing  from  year  to 
year  with  interest  accumulations,  is  the  source 

from  which  the  beneficiaries  draw  the  proceeds 
when  policies  mature.  Policies  mature  either 
by  deaUi  or  expiration  of  the  endowment  period. 

Should  the  legal  reserve  held  by  a  life  insur- 
ance company  upon  all  its  policies  become  im- 
paired, the  company  instantly  becomes  tech- 
nically insolvent.  The  fundamental  law  of 
equivalents  and  equations  under  which  life  in- 
surance exists,  and  the  statutory  laws  provid- 
ing for  reserves  and  supervision,  requires  the 
reserves  at  all  times  to  be  intact. 

A  policy  of  life  insurance  on  the  Ordinary 
plan  requires  the  payment  of  the  annual  prem- 
ium charged  for  the  age  of  the  policyholder. 

A  Twenty  Payment  life  insurance  policy  re- 
quires the  payment  of  the  annual  premium  for 
twenty  years,  charged  for  the  age  of  the  policy 
holder. 

THE  NET  PREMIUM 

In  each  standard  case  the  annual  net  prem- 
ium will  be  a  sum  certain  determined  by  the 
age  of  the  policyholder,  which,  increased  at  a 
specified  rate  of  interest  compounded,  will  pro- 
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(luce  the  reserve  from  which  the  beneficiary  will 
be  paid  at  the  maturity  of  the  policy  and  cover 
the  current  cost  of  carrying  the  risk. 

The  date  of  the  maturity  of  any  Ordinary  or 
Twenty  Payment  life  insurance  policy  is  an 
actuarial  ascertainment,  uncertain  so  far  as  the 
individual  policyholder  is  concerned,  but  abso- 
lutely certain,  nevertheless,  becanse  death  is 
oertidn. 

THE  BUSINESS  OF  THE  ACTUARY 

It  is  the  business  of  the  actuary  to  assemble 
the  averages,  compute  the  annual  or  single 
premium  based  upon  death  rates  and  interest 
upon  the  premium  paid.  This  he  does  by  what 

the  actuary  calls  Commutation  Tables,  from 
which  any  life  insurance  value  at  any  age  may 
be  quickly  determined.  The  actuarial  calcula- 
tions of  life  insurance  are  so  conclusive  and 
reliable  that  an  established  company,  with  suf- 
ficient business  to  give  the  company  the  benefit 
of  the  law  of  averages,  may  at  any  time  cease 
writing  new  business  and  liquidate  every  indi- 
vidual policy  at  its  maturity  even  if  the  last 
policyholder  lives  until  he  is  ninety-six  years 
of  age. 

UATURLTY  OF  THE  FOLIC}: 

Death,  in  life  insurance,  is  the  date  of  the 
maturity  of  a  life  insurance  policy.  So  far  as 
any  individual  policyholder  is  concerned,  it  is 
as  much  a  certainty  as  the  date  when  a  promis- 
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sory  note  falls  due.  The  premium  deposits  made 
at  stated  periods  continue  theoretically  until 
the  necessary  reserve  is  accumulated  from 
whidi  to  pay  the  beneficiary.  At  age  ninety- 
six,  which  is  tedmically  called  the  possible  life 
time,  in  the  Ordinary  life  and  Limited  Pay  pol- 
icy, the  policyholder  may  withdraw  the  sum  of 
money  provided  for  the  beneficiary  in  the  face 
of  the  policy,  assuming  that  all  premiums  have 
been  paid. 

TWO  EQUIVALENT  FORMS 

The  Ordinary  life  policy  and  the  popular  and 
highly  satisfactory  Twenty  Payment  life  insur- 
ance policy  are  equivalents.  They  have  the 
same  single  premium,  when  based  upon  tiie 
same  mortality  table  and  interest  rate.  The 
gross  premiums  will  vary  according  to  methods 
of  loading  for  expenses  and  contingencies.  For 
the  purposes  of  tins  illustration  we  may  assume 
a  whole  life  single  net  premium  for  a  given  age 
to  be  $370.55  invested  at  3^  per  cent  compound 
interest.  The  interest  will  be  suffident  to  pay 
this  policyholder's  share  of  losses  incurred 
from  year  to  year  and  will  accumulate  $1000.00 
at  age  ninety-six,  the  limit  of  life. 

Few  applicants  are  willing  or  able  to  advance 

the  net  single  premium  of  $370.55,  consequently 
the  company  will  issue  an  Ordinary  life  policy, 
immediately  effective,  on  receipt  of  $19.91  with 
an  expense  addition,  upon  the  agreement  of  the 
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policyholder  to  pay  a  like  smn  each  year 

thereafter. 

It  will  issue  a  Twenty  Payment  life  policy 
paid  up  in  twenty  years  for  a  net  premium  of 
$28.40  per  year  with  a  percentage  added,  called 
loading  for  expenses. 

These  annnal  net  premimns  are  each  the 
mathematical  equivalent  of  $370.55,  the  net  sin- 
gle premium. 

AN  ILLUSTRATION 

A  homely  concrete  application  of  the  princi- 
ples, suggested  by  a  very  capable  actuary,  may 
make  the  proposition  dear  to  any  layman. 
When  the  blacksmith  heats  a  bar  of  iron  to 
welding  heat  and  places  it  on  the  anvil  in  hori- 
zontal position  and  pounds  it  with  his  hammer 
he  will  draw  it  into  a  thinner  bar  of  increased 
length.  If  he  places  the  same  bar  in  a  vertical 
position  on  the  anvil  and  hammers  it,  the  bar 
will  be  shortened.  The  bar  in  each  case  oon- 
tains  the  same  amount  of  metal  before  and  after 
being  hammered  by  the  blacksmith.  The  length- 
ened bar  and  the  shortened  bar  are  equivalents. 

So  the  Ordinar\'  life  and  the  Twenty  Payment 
life  policies  are  equivalents.  One  is  a  lengthen- 
ing of  the  premium  paying  period  and  the  other 
a  shortening  of  that  period.  The  protection  is 
the  same. 

A  FURTHER  COMPARISON 
Another  way  of  comparing  these  policies  is 
to  consider  them  from  the  standpoint  of  invest- 
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ed  assets.  The  Ordinary  life  policy  requires 
ilie  smaller  initial  investment  and  contemplates 
like  annual  deposits  during  the  life  of  the  pol- 
icyholder. The  Twenty  Pay  life  requires 
larger  initial  and  annual  deposits  which  cease 
after  the  twentieth  year. 

A  young  man  with  a  limited  income  is  ad- 
vised to  carry  Ordinary  life  because,  for  the  an- 
nual premium  he  can  afford  to  pay,  he  has  a 
larger  amount  of  protection.  It  has  always  this 
economic  advantage  over  other  forms  of  poli- 
cies for  all  ages. 

For  the  middle-aged  man,  able  to  pay  a  larger 
premium,  the  Twenty  Pay  life  is  highly  satis- 
factory, because  he  will  complete  his  life  insur- 
ance premium  payments  about  the  age  when  he 
may  have  reduced  earning  capacity  or  be  re- 
tired from  business.  It  is  often  said  the  best 
policy  for  the  young  man  and  the  man  past 
middle  age  is  the  Ordinary  Life,  but  the  Lim- 
ited life  is  best  for  middle  ages. 

FITTING  THE  POLICY 

Whether  young,  middle-aged  or  older,  the 

salesman  of  any  legal  reserve  life  insurance 
company  can  fit  the  policy  to  the  financial  con- 
dition of  any  applicant.  He  can  show  any  ap- 
plicant just  how  life  insurance  can  be  utilized 
for  creating,  preserving  and  protecting  an  es- 
tate and  at  the  same  time  cover  the  conditions 
of  family,  business,  taxation  or  inheritance  nec- 
essities and  requirements.  He  can  demonstrate 
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to  any  insurable  man  or  woman  the  value  of  life 
insurance  to  childhood,  youth,  maturity,  middle 
life  and  old  age.  He  will,  upon  inqmrjr,  submit 
plans  for  business  safety,  corporate  prosperity, 
personal  protection  and  family  assurance.  like- 
wise, he  will  make  plain  the  manner  of  provid- 
ing against  all  the  natural  and  usual  vicissi- 
tudes of  human  life,  including  total  disability, 
death  by  disease  or  accident  and  dependent  old 
age. 


THAT  BXPIAINBD  WHY 

A  negro  was  called  into  the  Department  by  the 
Insurance  Commissioner.  The  Commissioner  said  to 
him,  "Don't  you  know  you  ean't  write  life  insur- 
ance in  this  state  without  a  lieense^f  To  which  the 
frightened  African  replied  ''I  knowed,  boas,  I 
couldn't  write  none,  but  I  never  knowed  the  reason 
befoah." 


CHAPTEE  V. 


Life  Insurance  As  It  Is 


No  SYSTEM  of  saving,  or  program  of 
thrift  thus  far  devised  equals  that  af- 
forded the  American  citizen,  male  or  fe- 
male, by  the  forms  of  life  insurance  policies 
issued  by  legal  reserve  life  insurance  companies. 

In  no  way  can  the  man  or  woman  with  a  lim- 
ited income  create  an  immediate  estate  except 
by  entering  into  a  contract  of  life  insurance. 

A  COMPLETE  A88VRANCE 

Only  through  a  life  insurance  policy  can  a 
man  or  woman  of  limited  income  project  into 
the  future  a  definite,  available,  indefeasible  es- 
tate which  cannot  be  defeated  by  death,  total 
disability  or  financial  reverses. 

Only  through  a  life  insurance  policy  may  a 
young  business  man  dependent  upon  his  own 
resources,  relieve  himself  of  the  anxiety  or  fear 
of  (1)  death,  (2)  total  disability,  (3)  financial 
embarrassment,  (4)  dependency  in  old  age. 

Life  insurance  under  a  single  form  of  policy 
for  a  premium  which  amounts  to  a  few  cents  a 
day  will  provide  (1)  $5,000  for  the  protection 
of  dependents  in  case  of  death,  (2)  an  income 
of  $50.00  per  month  during  total  permanent  dis- 
ability with  waiver  of  premium  and  $5,000  for 
the  beneficiary  when  the  insured  dies,  (3)  after 
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three  3rear8  a  sum  certain  for  immediate  neces- 
sities in  the  way  of  a  policy  loan  and  (4)  $5,000 
for  use  himself  when  he  reaches  the  age  of  60 

or  65,  and  this  can  be  taken  in  installments  or 
the  lump  sum.  The  annual  premium  for  such 
a  policy  for  a  man  25  years  of  age  ranges  from 
$105,  or  35c  per  day  for  each  business  day  of 
the  year  to  $145  or  less  than  50c  per  day  for 
each  business  day,  depending  upon  the  class  of 
policy  and  assuming  300  working  days  for  a 
year. 

MEETS  FINANCIAL  PROBLEMS 

Life  insurance  meets  through  one  form  of 
policy  or  another  all  the  linancial  necessities  of 
modem  life.  It  protects  the  widow  and  orphan ; 
it  educates  the  orphan  children;  it  pays  off  the 
mortgage  on  the  homestead ;  it  provides  against 
the  emergencies  of  physical  impairment;  it 
makes  available  money  for  imperative  necessi- 
ties when  none  can  be  obtained  elsewhere;  it 
adds  comfort  and  independence  to  old  age;  it 
enables  the  thrifty  husband  and  father  to  ex- 
tend into  the  future  beyond  the  term  of  his  own 
life  an  estate  which  can  start  his  children  in 
business;  it  offers  corporate  and  partnership 
permanency  where  without  it  there  may  be  mis- 
fortune or  embarrassment  if  not  bankruptcy; 
it  encourages  thrift  and  rewards  the  thrifty. 

life  insurance  adapts  its  benefioenoe  to  all 
the  necessities  of  human  existence  as  does  no 
other  institution. 
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AN  UNIQUE  CONTRACT 

The  life  insurance  policy  is  a  contract  unique, 

unilateral  and  equitable.  It  is  the  only  human 
commercial  undertaking  by  the  terms  of  which 
all  the  interested  parties,  insured,  beneficiary, 
company  and  the  public  enjoy  gains  and  exper- 
ience no  losses.  Every  gain  is  offset  by  an  equiv- 
alent loss  in  the  ordinary  gainful  contract.  The 
life  insurance  contract  is  optional  as  to  the  in- 
sured, irrevocable  as  to  the  insurer  and  is  so 
balanced  in  its  equities  that  it  is  based  upon 
equivalents  and  equations. 

For  half  a  century  this  great  institution  of 
co-operative  commercial  endeavor  has  been 

tested,  tried  as  by  fire  and  found  equal  to  all 
the  contingencies  of  a  complicated  system  of 
business  in  a  fast  growing  country. 

Panics,  pestilences,  war,  attacks  of  dema- 
gogues, unfair  and  unfavorable  legislation — all 
the  hindrances  to  human  advancement  and  all 
the  checks  upon  national  and  individual  pros- 
perity, have  been  met  by  life  insurance.  No 
contract  has  been  repudiated,  no  agreement  has 
failed  of  performance,  no  legal  reserve  com- 
pany has  become  bankrupt  with  loss  to  bene- 
fiduies,  within  forty  years.  Life  insurance  on 
the  legal  reserve  plan  is  as  safe  as  an  estab- 
lished government. 

A  SHOCK  ABSORBER 

Legal  reserve  life  insurance  ccmtracts  have 
saved  perhaps  a  million  men  from  hopeless 


48     BLACKBURN  ON  UFE  INSURANCE 


bankruptcy  in  the  panics  of  the  last  fifty  years. 
More  men  and  institutions  were  enabled  to 
weather  the  stressful  period  following  the 
World  War  by  reason  of  life  insurance  eon- 
tracts  than  statistics  will  ever  make  known.  It 
is  common  knowledge  that  hundreds  of  the 
smaller  banking  institutions  of  agricultural 
America  would  have  failed  but  for  the  loan 
values  and  cash  surrenders  of  the  policies  car- 
ried by  their  borrowing  clientele. 

Legal  reserve  Life  Insurance  enjoys,  as  it  de- 
serves, the  respect  and  confidence  of  America. 
This  is  shown  by  the  marvelous  growth  of  the 
institution  which  now  has  $70,000,000,000  at 
risk  upon  probably  35,000^000  Americans,  ninety 
per  cent  of  whom,  when  they  die,  will  leave  be- 
hind little  estate  other  than  life  insurance. 

These  facts  ought  to  be  known  to  every  man, 
woman  and  child  in  America  for  the  life  insur- 
ance agent  has  sought  to  bring  them  to  their 
attention.  Few  young  men  do  know  them.  Few- 
er young  women  have  every  thought  of  them. 
Women  as  well  as  men  are  offered  the  oppor- 
tunity of  saving  money  through  life  insurance. 

THE  LIFE  INSURANCE  AGENT 

Every  human  being  who  is  insurable  should 
realize  that  his  most  serviceable  business  ac- 
quaintance is  the  hard  working  enthusiast  whom 
many  thoughtless  persons  deride, — the  life  in- 
surance salesman.  He  is  the  best  friend  of 
widows  and  orphans,  the  patient  servant  of  an 
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unappreciative  public  and  his  work  lives  after 
him  in  the  memories  of  grateful  women,  inno- 
cent children  and  their  hardheaded  uiusympa- 
thetio  male  relatives. 

These  active,  sentimental  colporteurs  of 
thrift  and  beneficence,  by  insistent,  persistent 
industry,  unexampled  patience  and  faithful 
preaching  and  teaching  of  the  gospel  of  legal 
reserve,  old  line  life  insurance,  have  enabled 
35,000,000  Americans  to  create  35,000,000  es- 
tates aggregating  in  value  more  than  $70,- 
000,900,000. 

The  life  insurance  salesman  should  have  the 
glad  hand  from  every  banker,  business  man, 
philanthropist  and  every  good  citizen  whatever 
his  occupation,  whenever  and  wherever  he  ap- 
pears. His  is  a  noble  profession.  Without  him 
Legal  Reserve  Life  Insurance — greatest  of  all 
the  achievements  in  modem  human  co-opera- 
tive financial  undertakings — ^would  not  be  the 
organized  beneficence  it  is  today  and  the  most 
phenomenal  conmiercial  fact  of  all  history. 


*  GHAPTEB  VL 


Reserves,  Cash  Surren^rs  and 

Policy  Loans 


HE  Reserves  of  life  insurance  policies  are 
maintained  by  the  premiums  paid  by  the 
polit^holders. 


These  reserves  earn  a  fixed  ammal  rate  of 

interest,  compounded  annually. 

The  net  premium  is  the  portion  of  the  deposit 
made  annually  by  the  policyholder  which  is 
added  to  the  reserve  of  his  policy. 

The  net  premiums  increased  by  the  stipulated 
interest  accumulations  constitute  the  reserves 
of  the  company. 

From  the  reserves  the  company  makes  loans 
to  policyholders  and  from  these  same  reserves 
it  pays  cash  surrenders. 

Prom  the  reserves,  all  policy  liabilities  of  the 
company  are  paid  including  endowments  and 
payments  to  beneficiaries. 

IMPORTANCE  OF  RESERVES 

The  importance  of  the  reserves  can  be  readily 
nnderstood  from  these  facts.  When  the  reserves 

of  a  company  become  impaired  the  company  is 
insolvent 
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Every  incident  of  a  company's  life  is  directed 
toward  creating  and  maint4»iiing  its  reserves. 

Every  investment  it  makes  mnst  be  well  con- 
sidered because  its  reserves  are  the  larger  part 
of  its  invested  assets. 

Every  policy  sold  must  be  sold  at  a  premium 
which  will  prodnce  that  policy's  share  of  the 
reserves  in  addition  to  its  contribution  to 

expense. 

The  reserve  is  a  first  lien  upon  every  form  of 
asset  possessed  by  the  company.  It  is  an  item 
of  the  assets  whose  integrity  must  be  beyond 
question.  The  reserve  is  the  life  blood  of  the 
company. 

It  is  called  legal  reserve  because  the  laws  of 
the  states  and  the  terms  of  the  policy  contract 
specify  exactly  what  it  must  be  year  by  year  in 
dollars  and  cents. 

OLD  LINE  POLICIES 

A  policy  which  is  issued  on  the  legal  reserve 
basis,  whether  term,  whole  life,  limited  payment 
or  endowment  is  popularly  called  an  *'old  line" 
policy. 

Old  line  or  legal  reserve  life  insurance  com- 
panies are  required  by  law  to  maintain  reserves 
based  upon  the  American  Experience  Tables  of 

Mortality  or  their  equivalents. 

It  is  this  actuarial  method  of  calculating  and 
maintaining  reserves  which  distinguishes  the 
legal  reserve  companies  from  other  institutioim) 
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which  offer  teim  insurance  at  term  rates  on 
some  form  of  mathematical  computation  con- 
templating the  receipt  of  mortality  cost  esti- 
mated or  actual.    These  institutions  do  not 

<»reate  reserves  from  which  cash  surrenders 
may  be  secured,  extended  insurance  allowed  or 
paid-up  policies  issued.  They  have  no  principle 
of  non-forfeiture  or  plan  for  carrying  on  life 
insurance  beyond  the  due  date  of  any  delinquent 
premium. 

The  old  line  or  legal  reserve  system  of  life 
insurance  is  time  tested,  fully  tried  and  has 
never  been  found  wanting.  Attempts  at  build- 
ing life  insurance  companies  without  niaintain- 
ing  adequate  reserves  have  thus  far  failed  and 
must  in  the  future  be  uncertain  and  disappoint- 
ing to  policyholders  and  companies. 

THE  ONE  SAFE  PLAN 

The  one  safe  life  insurance,  meeting  every 
human  contingency  as  no  other  commercial  in- 
vestment can,  adapting  itself  to  the  vicissitudes 
of  life,  in  health  or  in  sickness,  in  good  times 
and  in  hard  times,  and  protecting  the  depend- 
ents against  death,  that  most  definite  of  human 
hazards,  and  delinquency,  the  most  common  of 
human  faults,  is  old  line  legal  reserve  life 
insurance. 

LOAN  VALUE 
Hence  a  legal  reserve  life  insurance  policy  the 
third  year  carries  a  reserve  value,  which  is  in- 
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creased  annually  and  may  be  applied  on  future 
premium  payments,  may  be  borrowed  from  the 
company  by  the  policyholder,  or  may  be  con- 
verted into  cash  by  surrender  of  the  policy. 

The  loan  value  of  a  policy  is  that  portion  of 
the  reserve  which  under  the  contract  of  insur- 
ance is  available  to  the  policyholder  as  a  loan, 
the  policy  being  the  collateral  security. 

THE  CASH  SURRENDER  VALUE 

The  cash  value  or  surrender  value  of  a  policy 
is  the  sum  available  under  the  terms  of  the 

policy  in  cash  which  the  policy  holder  may 
withdraw  from  the  company  by  surrendering 
and  cancelling  the  policy. 

The  amoxmts  available  are  mathematically 
certain.  They  are  usually  set  forth  year  by 
year  in  the  i)olicy  for  the  first  twenty  years. 
The  policyholder  may  learn  by  inquiry  at  the 
home  office  of  the  company  the  amounts  of  these 
values  at  any  given  date. 

BORROWING  ON  POLICY  BAD  BUSINESS 

Policy]  1  old ers  should  not  surrender  their  pol- 
icies or  borrow  the  loan  value  excepting  under 
conditions  which  make  it  most  necessary.  A 
husband  should  not  borrow  from  his  widow  and 
a  father  should  hesitate  to  impair  the  estate  of 
orphan  children. 

Nevertheless,  there  are  times  when  by  utiliz- 
ing the  value  of  a  life  insurance  policy,  financial 
sacrifices  may  be  avoided.  It  is  under  these  ex- 
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oeptional  conditions  that  the  beneficence  of  life 

insurance  is  appreciated.  Many  a  man  has  been 
saved  from  bankruptcy  by  a  policy  loan  and 
many  a  country  bank  is  solvent  today  because 
its  borrowing  customers  had  life  insurance  pol- 
icies with  legal  reserve  values. 

BORROW  RATHER  THAN  CASH  IX 

The  policyholder  should  not  '*cash  in'*  his 
policy.  The  loan  value  is  always  equal  to  or 
larger  than  the  surrender  value.  When  he  must 
resort  to  his  life  insurance  for  cash  to  meet  a 

pressinj^  commercial  obligation  he  should  bor- 
row on  the  policy — not  surrender  it. 

FROM  ONE  POCKET  TO  ANOTHER 

Having  borrowed,  he  should  as  promptly  as 
possible  repay  the  loan.  By  doing  this  he  is 
payinc:  himself.  If  a  man  lias  money  in  two 
banks  and  checks  against  one  bank  to  deposit 
in  the  other,  he  is  merely  conveying  his  money 
from  one  of  his  pockets  to  the  other.  So  when 
a  man  checks  against  his  bank  account  for 
money  to  pay  a  loan  on  his  policy  he  is  merely 
transferring  the  sum  checked  out  of  the  bank 
to  another  depository.  He  has  simply  taken  the 
sum  of  money  out  of  his  left  pocket  and  placed 
it  in  the  right  pocket— right  in  both  senses  of 
the  word. 

Should  death  occur  while  a  policy  loan  is  un- 
paid, the  company  deduots  the  indebtedness 
from  the  amount  paid  to  the  beneficiary.  Should 
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death  occur  after  the  cash  surrender  has  been 
taken,  the  company's  obligation  having  been  re- 
leased, l^e  beneficiary  receives  nothing. 

Furthermore,  so  long  as  there  remains  any 
reserve  in  the  hands  of  the  company,  failure  to 
repay  a  loan  does  not  void  the  policy. 

AUTOMATIC  PREMIUM  LOANS 

Many  companies  issue  policies  with  a  loan 
privilege  available,  either  by  election  or  auto- 
matically, under  the  terms  of  which  failure  to 
pay  a  premium  on  its  due  date,  does  not  lapse 

the  policy,  but  the  reserve  value  is  converted 
into  a  policy  loan  which  carries  the  policy  for  a 
period  certain.  Generally  under  a  policy  loan, 
a  notice  must  be  given  the  policyholder  before 
his  policy  can  be  forfeited  for  non-payment  of 
the  loan. 

IMPORTANCE  OF  THESE  PRIVILEGES 

These  important  privileges  are  not  to  be 

lightly  considered.  No  bank  of  any  character 
will  alford  its  customers  the  privileges  which  a 
life  insurance  policyholder  enjoys. 

Few  banks  will  pay  interest  upon  deposits 
which  are  subject  to  check.   Where  by  reason 

of  the  large  daily  balances  interest  is  allowed, 
the  rate  is  usually  as  low  as  2  per  cent 

What  bank  will  permit  a  depositor  to  with- 
draw money  represented  in  a  time  certificate  of 
depoiit  wittiout  penalizing  the  depositor? 
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What  bank  will  a^ee  with  a  depositor  that  if 

he  will  deposit  3  to  5  per  cent  of  a  given  sum 
annually  it  will  pay  his  widow  the  principal 
sum  in  full  immediately  without  discount,  de- 
bate or  delayf 

What  bank  would  permit  that  same  depositor 
to  withdraw  his  deposit  any  time  after  three 
years  and  agree  to  pay  the  widow  a  sum  far 
exceeding  his  withdrawn  balance,  deducting 
only  the  sum  withdrawn  and  interest! 

NEVER  LAPSE  A  POLICY 

The  moral  of  this  tale  is-H[iever  permit  a  le- 
gal reserve  life  insnranee  policy  to  lapse,  be 
forfeited  for  iMplljMbnt  of  premiton  or  sur- 
rendered for  a  temporary  cash  benefit.  Carry 
all  life  insurance  to  maturity.  Regard  it  as  a 
sacred  fund — an  estate  created  for  the  future 
and  refuse  to  switch  from  one  company  to  an- 
other or  to  destroy  the  estate  any  time. 

THE  AGENT  WILL  EXPLAIN 

The  agent  of  any  life  insurance  company  in 
which  a  policy  is  carried  will  cheerfully  explain 
all  its  privileges  and  conditions,  and  can  readily 
secure  from  his  company  the  answer  to  any  in- 
quiry he  is  unable  to  answer  himself. 


CHAPTEB  Vn 


A  Life  Insurance  Safe  Deposit  Box 


MOST  people  are  familiar  with  the  system 
of  safe  deposit  vaults  now  usually  con- 
nected with  banks. 

They  are  rented  to  depositors  for  safekeep- 
ing of  valuable  papers  and  other  valuables.  Very 
often  cash  is  put  away  in  them  for  safe  keeping. 

Your  life  insurance  policy  for  $5000  or  any 
sum  may  be  placed  in  such  a  vault  among  your 
other  valuable  papers. 

That  policy  might  be  represented  by  the 
actual  cash  for  the  purposes  of  this  illustration. 
Assume  that  it  is. 

The  Banker  shows  you  one  of  the  boxes.  He 
counts  out  $5000  in  bank  bills  which  he  hands  to 
you. 

You  place  that  sum  in  the  safety  box.  The 
banker  gives  you  the  key.  He  tells  you  to  carry 
that  key  home  to  your  wife. 

She  is  to  be  advised  by  you  that  if  you  die, 
she  can  immediately  come  to  the  bank  with  the 
death  certificate  and  open  the  box  witE  the  key, 
take  out  the  $5000  and  use  it  for  herself  and  the 
family. 
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He  tells  yoQ  that  if  your  death  shall  be  acd- 
dental  another  $5000  will  be  paid  to  her  over  the 
bank  connter. 

He  tells  you  that  if  you  become  totally  dis- 
abled by  accident  or  disease  you  can  draw  from 
the  bank  $50  per  month  without  pa3ring  interest 
and  that  tliis  monthly  stipend  will  not  reduce  the 
sum  in  the  vault.  Your  wife  gets  that  when  yon 
die  just  the  same. 

This  banker  goes  on  to  tell  you  that  if  you  find 
yourself  temporarily  short  of  funds  after  three 
years  he  will  let  you  have  the  money  at  6%  to 

pay  the  interest  or  for  other  use  out  of  what  is 
in  the  vault. 

But  you  are  cautious  and  you  say  to  the  Bank- 
er,  '^That  certainly  looks  fine,  but  what  interest 
must  I  pay  to  have  all  these  possible  benefitsf 

The  Banker  says,  am  charging  most  of  my 
depositors  from  six  to  ten  per  cent  for  money 
but  under  this  arrangement  you  will  pay  about 
three  i)er  cent  on  the  $5000  and  when  you  are  65 
years  old  the  $5000  is  yours.  It  goes  to  your 
family  if  you  die  before  you  reach  that  age." 

Your  banker  cannot  do  these  things  of  course, 
because  he  is  not  equipped  for  carrying  out 
these  details. 

Your  neighbor,  Alexander  Croesus,  has  an 
equivalent  arrangement  which  will  accomplish 
every  essential  detail.  All  you  have  to  do  is  to 
sign  up  an  application  for  the  $5000,  pass  a  med- 
ical examination  showing  you  to  be  in  good 
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health  and  pay  interest  for  one  year  at  about 
three  per  cent  and  repeat  this  annually  until  you 
die,  become  permanently  totally  disabled,  or 
reach  the  age  of  65  years. 

The  company  Croesus  represents,  is  a  legal 
reserve  life  insurance  company  and  that  means 
it  never  fails  to  carry  out  its  contracts  to  the 
letter.  It  is  as  safe  as  the  Oovemment  and  the 
certMcate  or  policy  you  put  away  for  safe  keep- 
ing is  an  absolute  assurance  that  you  have  an 
estate  of  $5000  which  is  automatically  converted 
into  cash  in  the  manner  set  forth  in  this 
chapter. 


CHAPTEB  VIII. 


Business  life  Insurance 


The  premium  is  not  spent, 

Deposits  are  not  lost; 
The  money  is  just  lent, 

There's  no  such  thing  as  cost, 
Outta/y,  esopmse  or  loss. 


IJSINESS  life  Insurance  k  a  very  receni 
development — almost  a  departure  —  in 

commercial  iindertakings. 


It  is  a  very  logical  outgrowth  of  modem  meth- 
ods of  conducting  modem  business. 

The  original  idea  of  protection  limited  to  de- 
pendents is  wisely  broadened  to  include  asso- 
ciates in  a  common  adventure  as  well  as  the 
adventure. 

The  doctrine  of  insurable  interest  was  for  a 
time  a  hindrance.  When  courts  concluded  that 

a  creditor  had  an  insurable  interest  in  the  life 
of  his  debtor  it  was  only  a  short  step  to  the 
partner. 

There  was  some  hesitancy  in  relation  to  the 
insurable  interest  of  that  artificial  person  we 

call  a  corporation.  However,  the  evolution  has 
continued  until  now  company  stockholders  may 
provide  for  the  maintenance  of  the  control  of 
the  corporate  stock  by  a  life  insurance  policy 
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and  the  corporate  person  may  protect  itself 
from  financial  loss  by  reason  of  the  death  of  a 
valued  offioer,  employe  or  director  whose  name 
and  credit  constitute  an  asset  of  great  value, 
as  well  as  make  certain  the  payment  of  an  obli- 
gation to  become  due  from  a  debtor. 

CO-PARTNERSHIP  POLICY 

The  business  policy  is  as  simple  in  its  terms 
as  a  personal  policy.  It  is  without  complica- 
tions or  ambiguity.  Standard  provisions  and 
all  the  features  for  protecting  the  beneficiary 
contained  in  usual  forms  of  life  insurance  pol- 
icies are  included  in  the  business  policy.  It  has 
also  the  values  common  in  personal  policies 
such  as  cash  surrender  and  paid  up  and  extend- 
ed insurance. 

A  business  policy  payable  to  a  co-partnership 
may  be  of  any  form. 

The  partners  may  insure  each  other  for  the 
benefit  of  the  firm  or  co-partnership  property. 
By  this  form,  indebtedness  may  be  covered  and 
credit  protected. 

Each  of  two  partners  may  insure  his  life  pay- 
able to  the  other  partner,  named  in  the  policy 
as  beneficiary,  using  firm  funds  for  paying  the 
premiums  in  both  cases.  This  plan  contemplates 
an  agreement  between  the  partners  that  upon 
maturity  of  the  contract  by  death  (or  it  may  be 
maturity  of  a  contract  of  endowment  inrarance) 
the  payment  to  the  surviving  (or  continuing) 
partner  shall  be  available  as  personal  funds  of 
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SQeh  partner  for  liquidation  of  elaims  of  the  de- 
oeaaed  partner  or  indebtednew  of  the  partner 
to  the  firm. 

THE  SIMPLEST  FORM 

The  simplest  and  best  form  of  a  partnership 
business  policy  should  speoifioally  provide  that 
the  surviving  partner  is  a  trustee  for  the  use 
and  benefit  of  the  estate  of  the  deceased  partner 
with  directions  for  the  payment  of  the  proceeds 
to  the  administrator  or  executor  in  satisfaction 
of  the  deceased's  co-partnership  rights,  inter- 
ests and  claims  after  satisfying  Us  indebtedness 
to  the  firm.  In  order  that  this  shall  be  accom- 
idishedy  a  speeifie  agreement  should  be  jointly 
executed  by  the  partners,  in  which  each  agrees 
that  the  proceeds  of  the  policy  shall  be  so  ap- 
plied, to  the  end  that  all  partnership  assets, 
including  good  will,  name  and  accruing  profits 
derived  from  the  business,  may  become  the 
property  of  the  surviving  partner  immediately 
after  the  death  of  the  insured. 

THE  JOINT  LIFE  PLAN 

Sometimes  this  is  accomplished  by  a  joint  life 
policy  payable  to  a  trustee  with  an  express  trust 
agreement  in  which  all  details  of  the  arrange- 
ment between  the  parties  are  set  forth  to  be 

performed  by  the  trustee. 

It  is  possible,  also,  to  issue  a  policy  running 
to  a  partner  making  same  payaUe  to  a  named 
beneficiary  with  pro¥iaiOB8y  assMted  to  by  the 
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beneficiary,  that  proceeds  shall  be  accepted  in 
full  for  the  deceased  partner's  interest  in  the 
firm.  But  in  such  case  the  rights  of  minors  and 
creditors  may  become  involv^  and  the  purpose 
of  the  policy  be  frustrated.  This  form  is  not 
generally  satisfactory. 

Another  method  would  provide  a  mutual 
agreement  which  would  entitle  the  surviving 
partner  to  all  the  rights,  interest  and  credits  of 
the  firm  in  consideration  for  which  the  policy 
should  be  payable  to  the  estate  of  the  deceased 
partner.  This  is  a  simple  form  of  contract  and 
might  be  applied  to  a  joint  or  to  several  policies 
and  would  be  most  satisfactory  when  there  are 
three  or  more  partners  insured.  Details  should 
be  clearly  set  forth  in  the  personal  agreement. 

DEATH  DISSOLVES  PARTNERSHIPS 

As  the  death  of  a  partner  dissolves  the  co- 
partnership and  a  distribution  of  the  assets 
must  follow,  the  interest  of  the  deceased  part- 
ner must  be  determined,  and  that  interest 
turned  into  cash  for  the  heirs  or  creditors  or 
both.  Even  where  there  are  no  creditors  and 
where  no  demand  for  the  value  of  the  interest 
is  made,  the  deceased  partner's  heirs  or  devisees 
are  to  be  reckoned  with  and  any  arrangement 
for  continuing  them  as  partners  involves  the 
creation  of  a  new  partnership  and  the  probate 
of  the  estate  of  the  deceased  partner. 

Frequently  the  surviving  partner  or  partners 
would  not  choose  for  their  partner,  ttie  repre- 
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sentative  of  the  deceased  member  of  the  firm. 

In  any  event,  death  of  a  partner  means  such 
a  change  in  situation  as  requires  a  complete  re- 
adjustment of  firm  affairs,  firm  attitude,  firm 

credit  and  firm  prospects.  Formal  dissolution 
with  consequent  loss  of  good  will,  loss  of  time 
for  settling  the  estate  and  impairment  or  em- 
barrassment of  credit  must  follow. 

Unlike  a  corporation,  when  a  partner  dies,  his 
dissolution  means  a  like  result  for  the  firm.  A 
corporation  continues  in  existence;  a  co-part- 
nership quits  one  way  or  another. 

Hence  the  value  of  life  insurance  to  the  sur- 
viving partner  and  to  the  heirs,  devisees  or  as- 
signees of  the  deceased. 

Summarizing,  it  is  sufficient  to  repeat  to  busi- 
ness men  and  life  insurance  salesmen,  that  life 
insurance  policies  can  be  drawn  to  meet  every 
partnership  contingency  and  the  processes  of 
fitting  the  policy  contract  to  the  requirements, 
either  of  the  firm  or  the  individual  partners, 
involve  neither  uncertainty  nor  difficulty. 

CORPORATION  POLICIES 

Corporation  Insurance  has  come  into  its  own 
within  a  few  years.  The  value  of  the  life  of  a 
trusted  (Moer  who  has  suooessfuUy  managed  the 

business  cannot  be  measured  in  dollars,  but 
money  will  partly  compensate  the  corporation 
for  loss  of  his  services.  Many  times  the  coinci- 
ckmee  of  death  of  the  manager  and  the  matnrify 
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of  a  life  insurance  policy  on  his  life,  save  a  cor- 
poration from  bankruptcy.  Not  less  frequently 
it  brings  into  the  company  treasury  the  funds 
essential  to  continuance  in  business  and  the  cal- 
amity of  death  marks  the  return  of  prosperity 
to  anxious  stockholders. 

The  proceeds  of  a  policy  of  life  insurance, 
payable  on  the  death  of  the  insured  ofiicer,  direc- 
tor or  manager  of  a  department,  becomes  im- 
mediately ready  money.  The  contract  of  insur- 
ance, whatever  its  form,  presents  no  technical 
difficulties.  It  is  as  simple  as  an  ordinary  prom- 
issory note  and  far  more  dependable,  for  col- 
lection of  the  promissory  note,  by  reason  of 
death  or  insolvency,  may  be  difficult  or  require 
time  for  a  recovery.  The  life  insurance  policy 
is  paid  at  once,  being  incontestable  after  one  or 
two  years  for  any  cause  and  practically  so  from 
date  of  delivery  to  the  corporation. 

MAINTAINING  CORPORATE  ENTITY 

Arranging  a  policy  for  the  maintenance  of 

corporate  control  is  not  so  simple.  Here,  where 
the  stockholder  is  insured  for  the  benefit  of  oth- 
ers of  the  majority  party  in  control,  there  must 
be  either  a  trust  agreement  for  the  benefit  of  the 
parties  or  a  written  instrument  among  the  hold- 
ers setting  forth  the  provisions  whereby  the  pro- 
ceeds of  the  policy  shall  be  available  to  the  other 
stockholders,  parties  to  the  agreement,  for  the 
purpose  of  paying  the  estate  the  agreed  price 
for  stock  owned  by  the  deceased  stockholder. 
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Any  life  insiiraiiee  offioey  given  the  plan  of 
insoranoe  and  the  purpose  of  purchasing  stock 

owned  by  the  deceased,  can  readily  show  tiie 
inquirer  how  the  purpose  can  be  effected. 

Neoessarilyi  the  agreements  in  advance  of 
death  must  provide  to  whom  the  proceeds  of  the 
life  insnranoe  shall  be  paid,  and  tiie  oontract  be- 
tween the  survivors  and  their  deceased  asso- 
ciate, must  have  been  so  drawn  that  the  capital 
stock  covered  in  the  purpose  of  the  policy,  may 
be  immediately  delivered  to  the  new  owners. 

AN  UNIQUE  PLAN  FOR  CONTROL 

Where  a  father  and  son  or  two  brothers  do- 
sire  that  the  sni^ivor  shall  remain  in  control, 
the  capital  stock  may  be  issued  to  them  as  joint 
tenants  with  right  of  survivorship,  and  in  snch 
a  case,  interests  of  other  heirs  of  either,  may 
be  protected  by  a  joint  life  policy. 

The  life  insurance  method  is  superior  to  the 
trusteeing  of  stock,  its  disposition  by  will  or 
any  usual  method  of  maintaining  control,  be- 
cause it  is  direet  and  finaV  and  the  fnnds  for 
conversion  at  a  prioe  previously  agreed  upon 
among  the  stockholders,  are  immediately  avail- 
able— without  court  proceeding,  discussion  or 
delay.  Furthermore,  the  fact  of  life  insur- 
ance foreatalls  uneasiness  of  creditors  and  all 
concerned. 

Any  intelligent  life  insuranee  salesman  can 
outline  the  plans  for  business  insurance,  quote 
the  premiums  and  submit  the  application  or  ob- 
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tain  from  his  Home  Office  all  necessary  informa- 

DEPENDABLE  INSTITUTION 

It  is  worth  while  to  remind  all  readers  that 
life  insurance  is  the  most  dependable  commer- 
cial institution  in  America.  Its  methods  are 
standarcBzed  and  its  record  for  Melity  and  fin- 
ancial strength  is  unquestioned.  Ho  form  of 
contract  or  bond  is  more  certain  to  mature  and 
be  paid  at  maturity  than  life  insurance  policies 
issued  to  corporations,  partnerships  or  men  who 
pay  the  premiums  required  when  and  as  they 
are  due. 

The  life  insurance  salesman  becomes  the  bene- 
factor of  business  as  he  has  always  been  the 
protector  of  the  widow  and  orphan.  His  pres- 
ence in  a  business  office,  like  his  {msenee  in  a 
home,  foreshadows  a  day  when  he  idll  be  the 
herald  of  hope  and  the  minister  of  comfort.  To 
him  and  his  kind,  business  as  well  as  home  folks, 
owe  a  great  debt  they  can  never  repay.  It  is  he 
that  has  made  the  great  Institution  of  Life  In- 
surance the  most  impregnable  financial  fortress 
in  history.  Within  its  sturdy  wallB  the  f awily 
is  safe  and  business  men  can  pursue  their  sev- 
eral callings,  free  from  the  vicissitudes  of  com- 
mercial storms  and  serene,  though  sorrowing,  in 

the  presence  of  the  great  Destroyer  himself. 


OJELJtJLXiiMM  ^ 

When  You  Are  Sixty-five  Years  Old 


HE  measure  of  average  mortality  in  gen- 
eral use  in  this  country  is  the  American 
Experience  Table. 


Under  this  table,  of  100,000  persons  living  at 
age  toiy  50,000  will  be  living  when  age  sizty^five 
is  their  nearest  approaching  birthday. 

The  other  50,000  will  have  gone  the  way  of 
earth. 

In  other  words  every  man  of  yonr  acquaint- 
ance at  any  yonnger  age,  has  better  than  an  even 
chance  to  reach  the  age  of  sixty-five. 

Sixty-five  years  of  age  to  a  young  man  of 
twenty-five  looks  a  long  way  down  the  fntnre 
bnt  he  has  better  than  a  fifty-fifty  diance  of 
passing  that  milestone. 

Hence  an  endowment  life  insurance  policy  ma- 
turing at  that  age  makes  a  special  appeal. 

To  a  healthy  man  with  at  least  a  fifty-fifty 
chance  of  living  to  age  sixty-five  it  onght  to  be 
particularly  allnring. 

If  he  has  a  life  insurance  policy  maturing  as 
an  endo\\Tnent,  he  is  doubly  secure  for  if  he  dies 
his  beneficiary  receives  the  money  represented 
by  the  face  of  the  policy,  and  if  he  lives  he  cash- 
es it  in  for  himself. 
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If  he  is  one  of  the  more  than  50,000  who  ans- 
wers roll  call  on  that  fateful  birthday,  he  knows 
that  his  declining  years  will  be  free  from  the 
sense  of  dependence  the  majority  are  certain  to 
experience. 

Wiiether  the  reader  of  this  chapter  will  land 
on  the  hither  or  the  yonder  side  of  that  fateful 
line  of  demarcation  between  the  living  and  the 
dead,  time  alone  wiU  make  known. 

It  is  comforting  to  feel  that  the  chances  are 
better  than  even  that  his  policy  will  mature  as 
life  assurance  instead  of  death  insurance. 

It  is  also  comforting  to  know  that  if  the  mile- 
post  is  never  reached  that  his  loved  ones  will 
receive  the  proceeds  of  his  policy  at  the  very 
moment  of  their  greatest  distress  and  possible 
need. 

The  endowment  at  sixty-five  requires  only  a 
little  larger  annual  premium  than  a  twenty  pay- 
ment or  ordinary  life. 

The  endowment  at  sixty-five  lends  itself  to  the 
combined  thought  of  family  protection,  personal 
assurance  of  income  when  disabled,  personal  aid 

in  financial  difficulty  and  income  for  old  age. 

At  age  thirty-five  and  younger  ages,  it  is  by 
far  the  best  form  of  policy  issued  by  legal  re- 
serve Life  Insurance  Companies.  At  older  ages 
it  is  good  for  all  the  purposes  for  which  a  pol- 
icy is  taken,  because  it  is  equal  to  all  the  contin- 
gencies of  the  advancing  years  of  urban  or  rural 
business  men. 
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Sensible  men  going  up  grade  to  sixty-five 
know  how  steep  the  trail  to  the  valley  becomes 

after  thut  ag^  and  imkQ  tbeir  pitm  accordingly. 

Endowing  insnifaiioe  aomstiam  is  oalled 
^|Iife''  insurance  and  other  forms  are  some- 
times referred  to  as  ''death"  insurance.  To  the 
live  man  **Life"  insurance  is  the  cheerful  form 
of  protection. 

At  sixty-five  thrifty  sneoessfnl  man  is 
ready  to  enjoy  the  remaining  years  of  his  life. 
His  chilJiren  are  usually  settled  for  life  and  he 
and  his  life  long  companion  are  ready  to  take 
the  world  easy.  A  maturing  endowment  policy 
means  much  for  father  and  mother,  and  they 
have  earned  the  ease  which  it  makes  possible. 

An  even  chance  is  all  anybody  asks  in  the  busi- 
ness world.  Everybody  has  an  even  chance  or 
better  to  live  to  age  sixty-five. 


CHAPTEE  X 


Young  Man— Old  Man 


YOUNG  MAN:  Old  man,  Yon  look  so  cheery, 

So  happy  and  contented  like, 
When  others  are  so  weary, 

Unhappy  and  demented  like ; 
That  I  wish  to  know  the  reason. 

OLD  MAN Young  man,  when  I  was  just  a 

yonthy 

I  had  sense  to  prepare  for 

age. 

I  was  taught  the  profound 
truth, 

That  the  wise  man  they  call 
a  sage. 
Foresaw  old  age  in  season. 


VERY  Young  Man  of  twenty  and  upwards 
has  better  than  a  50-50  chance  to  live  to 
age  65. 


This  means  that  the  reader  of  this  book  is 
.  very  likely  to  be  an  Old  Man  one  of  these  days. 

Now  is  the  time  to  make  the  Old  Man  you  will 
be  after  a  while,  contented,  healthy,  competent 
and  comfortable. 

To  accomplish  these  four  desirable  future 
conditions  means  the  application  of  a  lot  of 
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common  sense  to  the  problems  of  youth  and 
middle-age. 

THE  YOUNG  MAN  SHOULD  BE  WISE 

To  make  the  Old  Man  contented  means  that 
the  Young  Man  shall  be  wise.  The  Young  Man 
who  becomes  the  contented  Old  Man  must  have 
acquired  habits  of  life  whidi  makes  books,  peo- 
ple, travel  and  occupation  interesting.  In  fact, 
every  Old  Man  is  happier,  if  the  Young  Man  has 
developed  a  fad.  It  may  be  history,  poetry, 
fiction  or  languages.  It  ought  to  be  some  de- 
lightful acquaintances  with  all  outdoors,  birds, 
animals,  plants,  bees,  flowers,  fruits,  geology, 
biology,  geography,  boating,  fishing,  hunting, 
photography,  toolwork— somethmg  TiMii  in- 
cludes pure  air  and  out-of-door  exercise — not 
violent — but  sufficiently  intense  to  divert  the 
Old  Man's  mind  from  approaching  senility. 

THE  OLD  MAN  SHOULD  BE  HAPPY 

The  long  winter  evenings  and  the  stormy 
days  should  be  happy  for  the  Old  Man  if  the 
Young  Man  has  learned  to  enjoy  good  books. 
History,  biography,  travel  and  some  fiction  will 
continue  to  interest  such  a  Young  Man  when  he 
becomes  the  Old  Man.  These  days  will  be  the 
happy  days,  for  books  are  friendly  companions, 
absorbingly  attractive  and  always  accessible. 

Travel  is  never  wearisome  if  the  Old  Man  has 
been  trained  by  the  Young  Man  to  adapt  him- 
self readily  to  travel  conditions,  and  has  filled 
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his  mind  with  the  stories  of  the  countries  he 
visits. 

Many  an  Old  Man  with  a  taste  for  languages 
lias  found  intense  delight  in  acquiring  a  knowl- 
edge of  modem  and  ancient  speech  and  litera- 
ture. The  writer  knows  a  man  long  past  65 
years  of  age  who  has  mastered  in  the  past  years 
seven  languages,  English,  Latin,  Greek, 
French,  Spanish,  Italian  and  Russian,  during 
a  successful  professional  career.  He  finds  great 
joy  in  rending  the  classics  of  all  these  tongues. 
This  man  is  never  lonesome  or  discontented. 

Now,  unless  the  Young  Man  prepares  these 
opportunities  of  recreation  and  contentment  for 
the  Old  Man,  the  advance  of  the  years  will 
mean  idleness,  ennui  and  despondency. 

THE  SEAR  AND  YELLOW  LEAF 

In  spite  of  aU  the  Old  Man  may  be  able  to 
do  to  avoid  physical  isolation,  the  time  will  cer- 
tainly come  when  old  friends  will  be  gone  and 
family  ties  broken.  New  conditions  will  arise, 
former  activities  must  cease  and  then  comes 
the  loneliness  of  old  age — ^the  backward  look  on 
life  and  the  misery  of  discontent—unless  the 
Young  Man  has  trained  the  Old  Man  to  meet 
and  overcome  these  usual  vicissitudes. 

Golf,  theaters,  movies,  cards,  clubs,  automo- 
biling,  may  help,  but  many  hours,  days  and 
perhaps  months  of  perfect  health  or  partial  dis- 
ability wiU  be  a  source  of  weariness  and  dis- 
content, unless  the  Young  Man  has  wisely  de- 
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▼elaped  for  the  Old  Man  occupation  of  mind  or 
body  or  both  to    drive  dull  care  away.'* 

MAKE  THE  OLD  MAN  SAFE 

Suppose  the  Old  Man  was  a  Wise  Young  Man 
and  the  declining  years  could  be  happy  in  the 
reflection  of  a  wdl*«penty  aotive  life  and  in  the 
oecopations  which  the  trained  mind  will  find 
'  pleasurable,  how  can  the  Old  Man  who  is  de- 
pendent or  a  pauper  utilize  the  opportunity  for 
contentment?  He  cannot. 

The  Wise  Yonng  Man  has  attended  to  this  as 
the  years  of  vigorous  activity  have  come  and 
gone.  At  20  years  of  age  or  older  he  began  to 
make  provision  for  the  situation  he  knew  would 
develop.  He  has  carried  life  insurance  policies 
all  through  the  years  when  he  was  in  business, 
and  at  age  65  he  has  matured  life  insurance 
policies  li^iich  make  the  Old  Man  comfortable 
as  to  finances,  independent  of  his  children  and 
enable  him  to  indulge  in  all  his  ambitions  for 
stndy,  travel,  recreation  and  ease,  which,  dur- 
ing his  busy  career  were  more  or  less  im- 
practicable. 

Wise  Yonng  Man  through  the  beneficence  of 
life  Insnrance  becomes  Happy  Old  Man. 

THE  WISE  OLD  MAN  18  CONTENTED 

Wise  Yonng  Man  knows  all  his  life  that  if  he 

lives  to  be  Old  Man  he  can  be  contented,  not 
idle,  but  busy,  because  he  has  planned  all  his 
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life  to  be  independent,  comfortable  and  occupied 
usefully,  in  those  years  when  life's  vocational 
activities  have  been  abandoned. 

The  beauty  of  it  all  is  that  there  is  no  expense 
in  building  an  absolutely  certain  estate  sufB- 
dcnt  to  enable  Mr.  Old  Man  to  be  just  what  Mr. 
Toung  Man  may  arrange  for  himself. 

A  deposit  of  about  3%  annually  of  the  face 
of  the  necessary  sum  to  be  available  at  age  fi5, 
secures  the  payment  of  the  principal  sum  be- 
yond possible  question  by  a  legal  reserve  life 
insurance  company. 

Have  you,  Young  Man,  been  fair  to  yourself 
as  Old  Manf 


THE  FOUR  Vs 

Any  man  who  has  the  faculty  of  salesmanship, 
will  win  if  he  steadfastly  works,  uses  his  grey  matter, 
has  tact  and  is  on  the  square. 

In  other  words  he  must  rely  upon  Industry,  In- 
telligence, Initiative  and  Integrity. 


CHAPTER  XI. 

Life  Insurance  and  the  Banker 

_(  

THE  life  insurance  contract  should  possess 
more  than  passing  interest  to  the  banker. 
No  individual,  not  a  party  to  the  contract 
of  life  insurance,  enjoys  so  much  benefit  from 
the  maturing  of  the  contract  as  the  banker. 

The  banker  naturally  wishes  to  encourage 
thrift.  No  form  of  contract  can  be  entered  into 
by  a  customer  of  a  bank  which  lends  itself  more 
completely  to  the  doctrine  of  thrift  than  the 
life  insurance  contraet. 

AN  IMMEDIATE  ESTATE 

It  is  a  method  of  saving  and  a  method  of  in- 
vestment which,  differing  from  every  other  form 
of  contract,  creates  an  estate  in  the  policyholder 

immediately  upon  the  payment  of  the  first  prem- 
ium or  deposit  and  the  delivery  of  the  policy. 
Although  a  conditional  estate  it  is  based  upon  an 
event  certain.  It  is  like  a  deed  to  property  sub- 
ject to  a  life  estate. 

When  the  policy  matures,  whether  as  an  en- 
dowment or  by  the  death  of  the  insured,  a  bank- 
er may  reasonably  expect  to  be  at  least  the  tem- 
porary custodian  of  the  funds  paid  the  bene- 
ficiary. 
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The  maturity  of  a  life  insurance  policy  brings 
into  the  community  an  established  estate  which 
did  not  previously  exist  for  that  community. 
Differing  from  a  fire  policy,  which  is  simply  a 
form  of  recoupment  for  the  indiyidual  who  sus- 
tains the  loss,  the  life  policy  adds  to  the  wealth 
of  the  community.  The  property  destroyed  by 
a  fire  can  never  be  replaced.  The  money  paid 
to  a  beneficiary  under  a  life  insurance  policy, 
is  new  property  which  did  not  exist  for  the  com- 
munity prior  to  its  receipt  from  the  life  insur- 
ance company. 

The  banker,  as  counsellor  of  his  customer,  na- 
turally will  have  much  to  do  with  giving  direc- 
tion to  the  expenditure  of  such  sum  as  may  come 
into  the  community  on  the  maturity  of  a  life 
insurance  poli<^. 

WELCOME  THE  SALESMAN 

There  should  be  no  more  welcome  visitor  to 
the  banker,  in  any  community,  than  the  life  in 
surance  solicitor.  The  local  banker  should  cheer- 
fully advise  as  to  persons  in  the  community  who 
are  likely  prospects  for  insurance  and  are  cap- 
able of  paying  premiums.  It  should  be  the  bank- 
er's pleasure  if  not  his  duty  to  encourage  all 
his  customers  to  carry  a  reasonable  amount  of 
life  insurance.  He  has  not  only  a  selfish  inter- 
est in  encouraging  this  form  of  thrift  but  com- 
munity interest  as  well.  He  can  without  any 
element  of  selfishness  properly  advise  and  urge 
his  customers  to  cast  this  anchor  to  windward. 
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He  may  or  may  not  directly  profit  from  the 
transaction  but  the  banking  business,  the  com- 
munity and  the  beneficiary  will  all  have  a  share 
in  its  beneficence  when  a  policy  matures. 

In  recent  years  the  Federal  Reserve  Bank  has 
urged  the  local  banker  to  inquire  of  a  proposed 
borrower  how  much  life  insurance  he  carries. 
It  becomes  the  duty  as  well  as  privilege  of  the 
banker  often  to  suggest  that  his  onstomer,  or 
his  borrower,  should  acquire  this  form  of  pro- 
tection for  his  estate  as  well  as  the  protection 
of  the  loan  which  he  solicits  from  the  bank.  The 
banker  ought  to  be  a  non-partisan  evangelist  for 
this  form  of  thrift 

A  SHORT-SIGHTED  POLICY 

Occasionally  the  banker  seems  to  consider  the 
insurance  solicitor  an  intolerable  nuisance.  This 
is  especially  true  in  the  agricultural  and  indus- 
trial sections  where  the  banker  is  the  most  in- 
floeiitial  dtiien.  He  tmtui  the  oold  iboiilder  to 
him  and  in  some  imtaiMM  te  so  slkirt-sighted  as 
to  discourage  the  taking  of  life  insurance  by 
customers  of  his  bank.  Some  times  in  small 
places  this  is  purely  selfish  because  the  banker 
realizes  that  when  the  customer  pays  his  prem- 
iim  1^  dMdt,  he  depktos  his  balaa0»  ki  ttt  bafik 
l^a«ttMfttttlpf  tbtdMk.  StaMiiftlMiiesf  lotfw 
sight  of  the  ultfanate  advantage  wMA  trffl  ocme 
to  the  community,  and  most  likely  to  his  bank, 
as  a  result  of  ttie  Uf  e  insurance  contract 
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Maiqr  well  informed,  experienced  bankers  will 
refuse  to  loan  a  customer,  otherwise  entitled  to 
consideration,  if  he  is  absolutely  without  the 
protection  of  life  insurance. 

IN  STRESSFUL  TIMES 

In  the  stressful  periods  many  hundreds  of 
small  banks  in  the  United  States  have  been 
saved  from  receiverships  by  the  help  of  life 
insurance  contracts.  Their  customers  who  car- 
ried life  insurance  with  cash  surrender  values, 
finding  it  impossible  to  secure  money  from  any 
other  source,  were  able  to  borrow  funds  to  ap- 
ply upon  their  bank  indebtedness,  from  the  life 
insurance  companies,  at  a  rate  not  exceeding 
6%.  Uhfortonately  in  too  many  instances,  not 
confined  to  small  banks,  the  banker,  whether 
from  lack  of  knowledge  or  indifference,  if  not 
cold-blooded  selfishness,  has  urged  borrowers  in 
default,  who  had  cash  surrenders  in  life  insur- 
ance policies,  to  take  the  cash  surrenders  and 
cancel  their  insnraaee.  This  was  a  wrong  to 
the  customer,  to  the  bank  and  to  the  life  insur- 
ance company.  The  loan  value  of  a  policy  and 
the  cash  surrender  value  are  practically  the 
same.    When  the  cash  surrender  is  used,  the 
policy  is  caiioelled.  Whin  the  loan  value  k  used, 
the  poUcy  Tmabm  m  eflM  oo  kmg  aa  the  inter- 
est is  paid  Qpcii  Oa  loan  and  succeeding  prem- 
wna  an       up,  subject  only  to  the  deduction 
OT  the  indebtedness  with  accruing  interest.  Pos- 
nbly  some  bankers  are  not  aware  of  this  faot 
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though  an  examinatioii  of  any  legal  reserve  life 
insurance  policy  more  than  three  years  old 
would  show  the  banker  the  amonnt  of  the  loan 

value  and  the  amount  of  the  cash  value,  usually 
under  the  heading  **Loan  or  Cash  Value.'* 

LOSS  FROM  LAPSED  POLICIES 

When  a  policyholder  surrenders  his  policy  for 
cash  he  can  never  replace  it  fully.  His  age  has 
advanced,  increasing  the  annual  premium.  He 
may  have  developed  an  impairment  between  the 
date  of  issuance  of  the  policy  and  the  date  of  the 
surrender,  which  will  either  increase  the  prem- 
ium at  his  attained  age  or  render  him  uninsur- 
able. If  he  uses  the  loan  value  instead  of  sur- 
rendering for  cash,  his  policy  can  be  kept  in 
force,  regardless  of  his  physical  condition  and 
at  the  premium  rate  based  upon  his  age  at  the 
date  of  the  policy.  In  every  particular  his  pol- 
icy remains  intact,  subject  to  the  indebtedness, 
whereas  it  is  cancelled  if  he  surrenders  for  cash. 

There  should  be  constant  co-operation  and 
friendship  between  the  banker  and  life  insur- 
ance companies.  They  are  both  custodians  and 
trustees  of  funds  of  their  customers.  They  are 
both  in  a  position  to  be  helpful  to  business  men 
of  the  community,  the  banker  by  granting  credit 
to  deserving  borrowers,  and  the  life  insurance 
company  by  protecting  beneficiaries  against  the 
catastrophe  of  death,  while  in  the  same  contract 
frequently  providing  a  savings  deposit  to  ma- 
ture at  a  definite  date.   Meanwhile  the  policy- 
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holder  is  building  up  the  best  form  of  collateral 
known  to  commerce. 

While  the  laws  of  the  states  permit  a  delay 
of  six  months  for  making  a  loan  the  companies 
do  not  avail  themselves  of  this  privilege.  In 
nine  hundred  and  ninety-nine  cases  out  of  a 
thousand,  the  loans  have  been  made  on  re- 
quest wittiout  a  day's  delay,  even  in  times  of 
general  financial  trouble. 

BUSINESS  POLICIES 

Becently  life  insurance  companies  have  been 

writing  a  considerable  volume  of  business  in 
connection  with  savings  accounts  to  the  advan- 
tage of  banks,  depositors  and  beneficiaries. 

Life  insurance  policies  known  as  business  pol- 
icies are  issued  for  the  protection  of  corpora- 
tions and  co-partnerships.  They  are  great  stab- 
ilizers of  commerce  when  used  in  this  con- 
nection. 

The  life  insurance  policy  lends  itself  also  to 
the  protection  of  the  borroAver  who  mortgages  a 
home  or  who  buys  a  home  on  the  installment 
plan.  The  extra  cost  of  carrying  the  life  insur- 
ance is  small  compared  with  the  security  and 
certainty  it  affords  the  home  owner  and  his 
family. 

Life  insurance  protects  estates  otherwise  like- 
ly to  suffer  loss  by  reason  of  Federal  and  State 
inheritance  taxes. 
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LIFE  INSURANCE  SALESMEN  WORTHY 

While  it  is  true  that  some  bankers  have  in, 
times  past  had  unhappy  experienoes  with  some 
life  insurance  salesnoieny  the  quality  of  salesmen 
has  vastly  improved  and  a  dishonest  life  insur- 
ance salesman  is  the  exception  and  not  the  rule. 
No  class  of  business  men  engaged  in  soliciting 
for  trade  will  average  any  higher  in  integrity 
and  ability  than  the  life  insurance  salesmen.  In 
every  occupation  there  are  crooks  and  disrepu- 
tables. The  fact  that  one  or  a  few  salesmen  have 
gone  wrong  should  not  penalize  all  the  rest  of 
the  salesmen  engaged  in  the  same  line  of  busi- 
ness. If  the  banker  should  refuse  to  accommo- 
date the  established  and  honest  business  men  of 
the  community  because  of  losses  sustained  by 
reason  of  one  or  more  unfortunate  or  dishonest 
borrowers,  banking  business  would  cease. 

Let  bankers  then  show  their  appreciation  of 
the  most  wonderful  accomplishments  of  the 
legal  reserve  life  insurance  companies  of  the 
country,  by  encouraging  their  customers  to 
carry  for  the  protection  of  themselves,  their 
families,  and  their  communities,  as  much  legal 
reserve  life  insurance  on  standard  forms  as  they 
can  safely  undertake. 

AMERICANS  UNDERINSURED 
The  average  life  insurance  policy  in  America 
on  staudaid  forms  is  little  in  excess  of  $2000.00. 
Americans  are  plainly  under-insured.  Any 
young  man  can  afford  the  small  sum  per  an- 
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num  required  for  an  ordinary  life  insurance 
policy.  At  the  age  of  25  the  premium 
for  an  ordinary  life  insurance  policy  for  $1000 
is  on  the  average  about  $1.50  per  month.  On  the 
20  pay  life  policy  it  is  from  $2.00  to  $2.50  per 
month  per  $1000.  A  $5,000  policy,  maturing  as 
an  endowment  at  age  65  with  a  provision  for 
the  payment  of  $50  a  month  in  the  event  of  total 
disability  from  accident  or  sickness  with  the 
face  of  the  policy  payable  to  his  beneficiary  at 
his  death  or  to  himself  at  the  age  of  65,  wUl 
require  only  from  40  to  50  cents  per  day  at  age 
25.  Many  a  young  man  spends  50  cents  per  day 
foolishly. 

Every  young  man  of  25  to  35  years  of  age  has 
better  than  a  fifty-fifty  chance  to  be  living  at 
age  65,  either  independent  or  dependent. 

The  banker  as  a  financial  and  business  coun- 
sellor should  know  all  these  facts.  He  should 
cordially  welcome  the  life  insurance  agent  and 
courteously  introduce  him  to  the  bank's  custom- 
ers as  a  common  bwef  actor  and  a  most  welcome 
visitor.  Not  only  so,  but  when  young  men  be- 
come his  customers  or  seek  his  advice  as  to  their 
business  future,  he  should  urge  them  to  include 
life  insurance  premiums  in  their  annual  budget 
of  expenditures. 

Once  ttie  young  man  acquires  tlie  haUt  of 

thrift  he  has  established  the  foundation  for  fu- 
ture prosperily  and  competence. 


CHAPTBBXIL 


Ten  Problems  of  Life 


EVERY  right-minded  man,  married  or  sin- 
gle, rich,  poor  or  in  fair  financial  circBHi- 
stances  is  confronted  with  four  problems : 

1.  How  can  I  build  an  estate  certain  T 

2.  How  can  I  protect  those  dependent  upon 
me  for  financial  support? 

3.  How  can  I  avoid  a  depradent  old  ag^f 

4  How  can  I  protect  myself  against  total 
permanent  disability? 

The  same  right-minded  individual  who  is  es- 
tablished in  a  business  will  be  confronted  with 
three  other  problems : 

1.  How  can  I  perpetuate  the  business  already 
established? 

2.  How  can  I  secure  to  my  estate  my  share 
of  the  value  of  this  established  business? 

3.  How  can  I  avoid  the  loss  to  the  business 
which  would  be  incurred  when  I  have  been  to- 
tally disabled  or  called  away  by  death? 

This  tiioughtfnly  right-minded  person,  having 
already  achieved  a  fortune,  is  then  confronted 
with  three  more  questions  : 

1.  How  can  I  protect  my  present  fortune  from 
the  casualty  of  death  occurring  in  a  period  of 
depression  in  bnsiiieaat 
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2.  How  can  I  provide  for  the  immediate  pay- 
ment of  any  financial  obligations  which  are  un- 
settled when  the  last  call  comes  to  me  without 
previous  warning? 

3.  How  will  my  heirs  and  devisees  meet  and 
pay  administration  expenses,  income  and  inheri- 
tance taxes  and  other  outlays  incident  to  the 
sudden  departure  from  earth  of  the  man  who 

made  and  conserved  the  fortune  during  his  ac- 
tive business  career? 

Then  comes  the  single  question  of  mighty  im- 
port to  every  responsible  human  being: 

How  can  I  relieve  my  mind  from  anxiety  for 
the  future  of  my  loved  ones  and  from  fear  for 
myBelf  of  physical  and  financial  decrepitude  and 
a  dependent  old  age? 

The  answer  to  all  these  inquiries  can  be  given 
by  any  well  informed  salesman  of  any  legal  re- 
serve life  insurance  company. 

"What  will  it  cost?'' 

There  is  no  cost 

You  simply  make  a  deposit  once  a  year  to 
your  credit  and  the  absolute  assurance  is  given 
you  in  a  plain-spoken,  unambiguous  contract 
which  you  alone  can  abandon  or  revoke.  It  is  a 
legal  reserve  life  insurance  contract  and  that 
means  an  agreement  which  can  not  fail  of  per- 
formance if  you  do  not  yourself  abandon  or  can- 
cel it. 


HAPTBB  ifTTT 


111 


UnselfishneBs  in  Actkm 


YOUB  house  is  insured,  not  to  protect  the 
house  but  to  save  its  value  to  yourself. 
Your  accident  polioy  tekes  no  cogniz- 
ance of  the  loss  to  the  community  of  yonr  eani- 
ing  power.  It  is  purchased  and  maintained  to 
recoup  you  personally  for  loss  of  time. 

Your  liability  policy  merely  indemnifies  you 
against  a  personal  loss  in  case  you  are  liable 
to  some  otiier  individual  for  n^^gence.  The 
policy  does  not  insure  or  protect  property,  life 
or  limb.  You  are  guarding  your  own  purse  from 
a  possible  indemnity  owing  to  or  to  become 
owing  to  another. 

A  surety  bond  simply  replaces  for  the  insur- 
ed what  otherwise  would  have  been  required  at 
his  hand. 

INDEMNITY  ADDS  NOTHING 

f^re  insurance  cannot  restore  to  the  commun- 
ity the  wealth  which  becomes  ashes  and  smoke. 
The  acddent  insurance  cannot  make  good  to  the 
oommunity  the  value  of  time  lost  or  earning 
power  impaired.  The  liability  policy  simply 
shifts  the  obligation  to  pay  from  the  negligent 
citizen  to  the  liability  company.  The  surety 
bond  merely  guarantees  that  the  policyholder 
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shall  be  held  harmless  in  his  podset  and  estate. 
It  creates  no  wealth  for  anybody. 

All  these  forms  of  indemnity  are  based  upon 
purely  selfish  considerations.  This  is  peculiarly 
true  of  undertakings  to  indemnify  the  policy- 
holder for  loss  of  property,  time,  earning  power, 
misfeasance,  or  damage  to  another  person. 

ORGANIZED  BENEFICENCE 

life  insurance,  however,  is  organized  benefi- 
cence. The  mild  form  of  cupidity  which  we  call 
exchange,  is  the  solid  underpinning  of  all  other 
business  transactions.  Life  insurance  is  unique 
in  the  fact  that  there  is  no  exchange,  there  is  no 
indemnity,  there  is  neither  loss  nor  gain  in  its 
principle  of  equations.  It  is  beneficence  trans- 
lated into  an  agreement  between  insurer  and  in- 
sured for  the  benefit  of  a  beneficiary,  who  is  not 
a  party  to  the  agreement. 

The  insurer  is  a  dependable  trustee  holding 
money  for  the  use  and  benefit  of  a  person  called 
the  beneficiary.  The  insurer  is  an  unselfish  per- 
son who  will  not  live  to  enjoy  the  proceeds  of 
the  trusteeship,  or  know  the  comfort  which  his 
unselfishness  will  bring  to  his  beneficiary. 

LIFE  INSURANCE  IS  ALTRUISTIC 

Life  insurance  is  altruistic,  too,  for  the  trust 
fund  it  holds,  when  the  trust  is  performed,  adds 
to  the  community  a  sum  of  money  never  before 
available  to  the  community  in  which  the  bene- 
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ficiary  resides.  The  institution  which  makes 
this  provision  for  the  beneficiary  is  Unselfish- 
ness in  Action. 

The  loss  and  gain  account  in  the  annual  state- 
ment of  a  life  insurance  company  is  a  fiction 
of  figures — a  bookkeeping  term,  inapt  because 
in  life  insurance  there  are  neither  gains  nor 
losses — only  benefits.  Neither  insurer  nor  in- 
sured expects  or  realizes  the  form  of  profits 
which  is  contemplated  in  ordinary  business  un- 
dertakings out  of  which  develop  both  finandal 
prosperity  and  bankruptcy. 

THE  ESSENTIALS  OF  A  LIFE  CONTRACT 

The  minds  of  both  parties  to  a  legal  reserve 
life  insurance  policy  contract,  meet  upon  cer- 
tain essential  facts  inseparable  from  each  other. 
Both  parties  know  the  insured  will  die.  Both 
parties  base  their  agreement  upon  this  fact. 
Both  parties  know  that  this  is  the  inevitable  law 
of  life.  Both  parties  know  that  death  is  a  math- 
ematical certainty  governed,  as  to  its  date,  by 
a  law  of  averages  which  measures  the  fulfilment 
of  the  joint  undertaking. 

The  insured  does  not  attempt  to  fathom  the 
actuarial  processes  which  have  so  unerringly 
fixed  the  amount  he  must  deposit  from  year  to 
year  to  maintain  the  credit  he  is  given  when  the 
policy  is  issued.  He  accepts  the  experience  of 
a  century  and  creates  an  estate  by  the  payment 
of  his  first  premium.  He  knows  that  when  the 
policy  matures  the  deposits  he  has  made  from 
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year  to  year  during  the  term  agreed  upon,  have 
made  and  maintained  the  estate  so  <seated  for 
the  sole  mm  of  his  designated  beneficiary. 

THE  POLICYHOLDER  HAS  NO  EXPENSE 

He  has  lost  nothing.  He  has  made  no  sacri- 
fice to  maintain  the  policy.  There  is  no  self- 
abnegation  and  no  waste  or  expenditure.  Money 
deposited  in  a  savings  bank  has  never  been  de- 
nominated a  vicarious  offering  on  a  sacrificial 
altar.  It  is  merely  keeping  in  a  given  place  what 
a  man  owns  and  accumulates. 

The  premiums  paid  to  a  legal  reserve  life  in- 
surance company  are  likewise  money  belonging 
to  a  policyholder  entrusted  by  its  owner  to  a 
dependable  trustee.  Unlike  a  savings  bank  the 
estate  is  created  when  the  first  premium  is  paid 
and  the  policy  contract  is  delivered.  All  subse- 
quent premiums  are  contributions  to  thrift  and 
belong  to  the  estate  already  fixed  and  certain, 
whidi  is  many  times  the  value  of  a  series  of  an- 
nual premiums  or  deposits. 

''NET  COST"  A  MISNOMER 
The  term  ''net  cost,"  so  common,  and  so  glib- 
ly announced  by  field  and  home  office,  is  mis- 
leading, inaccurate  and  offensive  to  the  princi- 
ple of  legal  reserve  life  insurance.  The  ideas 
of  cost,  expense,  outlay,  self-sacrifice,  and  loss 
are  misnomers.  They  all  mean  in  ordinary  busi- 
ness transactions  something  forborne,  out  of 
ireach,  and  gone  forever.  But  there  can  be  none 
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of  these  things  in  an  executory  or  executed  con- 
tract of  legal  reaerve  life  iimraiice  to  any  of 
the  partiea  to  the  policy  eontraeti  to  the  bene- 
ficiary, or  to  the  commnnity.  On  the  contrary, 

the  contract  is  so  nicely  balanced  in  its  equa- 
tions that  each  and  all  enjoy  benefits. 

The  life  which  went  ont  of  existence  and  so 

matured  the  policy,  cannot  be  reckoned  a  finan- 
cial loss,  because  death  is  just  as  much  a  part 
of  life  as  birth.  No  one  attempts  to  reckon  the 
commercial  importance  of  a  newborn  babe.  It 
is  a  prioeless  boon,  bnt  has  no  market  valne.  ^  A 
human  being  who  has  lived  his  actuarial  life, 
cannot  be  considered  an  asset.  Neither  is  he  a 
liability  nor  a  loss  which  may  be  indemnified 
after  the  manner  of  a  temporary  disability. 

A  CONTINUING  BENEFICENCE 

From  start  to  finish  a  legal  reserve  life  in- 
surance policy  is  a  continuing  beneficence,  a 
distinct  benefit  to  every  individual  participat- 
ing in  any  part  of  its  creation  and  performance, 

the  cro^vning  achievement  of  the  human  intellect 
in  the  wide  area  of  contractual  activities. 

The  men  and  women  of  America  should  oome 
to  understand  the  simplicity  and  far-reaching 

beneficence  of  a  legal  reserve  life  insurance  pol- 
icy —  a  co-operative  undertaking  requiring]:  no 
expenditure,  so  unique,  that  loss  has  no  place 
in  it,  that  unselfishness  is  its  basic  principle  and 
that  bweflts  aoarue  in  every  part  of  it  to  every 
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person  who  participatoa  in  its  creation  and 

iiri|ijill4itt|HIIHift 

NOT  A  COMMODITY 

It  is  the  high  privilege  of  those  splendid  Am- 
bassadors of  Thrift,  the  field  solicitors,  to  offer 
life  insurance  as  an  opportunity,  not  a  com- 
modity. To  them  and  the  edoeational  instru- 
mentalities of  the  land,  must  be  committed  the 
duty  of  educating  the  individual  American  in 
the  principles,  practices  and  achievements  of 
the  individual  policies. 

Until  the  citizen  and  his  family  comprehend 
and  believe  in  life  insurance  as  ''Unselfishness 
in  Action,  the  work  of  instruction  must  be 
pressed  with  vigor,  intelligence  and  increasing 
persistence. 


HE  FULL  IN  LOVE 

It  was  a  life  insnranee  agent  after  he  married  the 
widow  of  one  of  his  policyholders  who  said,  **I  fell 
in  love  with  the  lady  the  very  day  she  collected  from 
my  company  the  proceeds  of  the  $10,000  policy  I  per- 
suaded her  husband  to  buy." 


CHAPTEB  XIV. 

A  Happy  Christmas  Eve 


UCE  Wakefield  Beynolds,  her  husband 
and  three  children  sat  in  the  comfortable 

living  room  on  Christmas  Eve. 


The  children  were  mnch  interested  in  the  com- 
ing of  Christmas  rad  the  hnsband  was  qnietly 
reading  the  evening  paper. 

The  doorbell  rang  and  a  special  delivery  let- 
ter addressed  to  Mrs.  Beynolds  was  handed  to 
her. 

In  the  early  part  of  tlie  year  her  father  was 
called  to  his  final  reward  after  a  very  brief  ill- 
ness. He  left  a  small  estate  and  a  policy  of  in- 
surance for  $5^000  payable  to  his  widow. 

Among  his  papers  was  a  small  package  ad- 
dressed to  the  wife  to  be  opened  after  his  de- 
cease. Among  other  papers  was  a  policy  of  life 
insurance  payable  to  Mrs.  Alice  Beynolds  and 
a  note  to  his  wife,  her  mother,  readmg  as  fol- 
lows: 

"My  darling  wife : 

"When  this  note  reaches  yon  I  shall  have  gone 

from  earth.  Yon  are  left  with  a  good  home,  some 
revenue  producing  securities  and  a  policy  of  life  in- 
surance for  $5,000.  I  owe  no  one  anything  and  the 
expenses  of  my  last  illness  will  have  been  provided 
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for  in  a  small  policy  of  life  insurance  payable  to  my 
estate.  My  will  herewith  gives  you  all  the  property 
and  I  die  consoled  by  the  thought  that  you  will  never 
want  for  anything  which  I  could  have  provided  had 
I  lived,  excepting  myself. 

You  will  find  a  policy  in  this  envelope  payable 
to  onr  beloved  daughter  AUce.  I  took  it  out  when 
she  was  fifteen  years  old.  You  know  how  we  have 
always  celebrated  Christmas  with  modest  remem- 
brances to  each  other  and  to  our  child,  long  since 
grown  to  womanhood  and  now  a  wife  and  mother. 

''I  could  never  bear  the  thought  that  some  day 
Christmas  would  come  and  go  and  Alice  would  not 
receive  a  Christmas  gift  from  her  father.  So  this 
policy  provides  for  the  payment  to  her  of  $50  on  the 
Christmas  following  my  decease  and  $50  every 
Christmas  day  during  her  life  time. 

'*Say  nothing  to  her  about  this  until  the  first  pay- 
ment has  been  paid  and  then  acquaint  her  with  the 
fact  that  each  Christmas  so  long  as  she  lives  her 
father  will  come  to  her  home  as  usual  with  a  loving 
memento  of  his  undying  affection. 

"If  I  am  eonscious  of  any  earthly  incident  on  that 
farther  shore,  I  shall  be  with  her  in  spirit  when  the 
letter  arrives  containing  this  Christmas  check. 

**I  know  not  when  I  am  to  be  called  home,  but  I 
shall  find  the  parting  from  my  old  sweetheart  and 
my  sweet  daughter  much  less  agimizing  in  the 
thought  that  I  am  able  to  leave  them  these  concrete 
proofs  of  my  love  and  particularly  this  annual  re- 
minder of  Happy  Christmas  days. 

*'Your  most  affectionate  husband, 

"THOMAS  WAKBPIBLD." 
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This  letter  by  a  special  arrangement  made  by 
Mrs.  Wakefield  with  the  Company,  was  indnded 
in  the  special  delivery  letter. 

AUoe  Beynolda  read  the  letter  and  handed  it 
and  the  check  for  $50  to  her  hnaband.  A  few 
moments  later  the  door  bell  rang  again  and 
Grandma  Wakefield  came  in  and  the  letter  and 
check  were  shown  her. 

The  children  in  wonder  looked  at  father, 
mother  and  grandmother,  each  in  turn  bursting 
into  tears  after  seeing  the  papers  which  had 
been  brought  by  the  postman  a  few  minntes  ear- 
lier. They  knew  the  papers  contained  no  bad 
news  because  each  of  the  three  grown-up  folks 
was  smiling  through  tear-wet  eyes. 

There  were  six  people  in  that  Christmas  Eve 
party  at  Barton  Reynolds*  home  that  evening 
who  ever  after  remembered  that  as  the  happieat 
evening  of  their  lives. 


CHAPTEfi  XV, 


Life  Values  and  Economic  Death 


DR.  S.  S.  Huebner,  the  well  known  expert 
instructor  in  insurance,  defines  economic 
death,  as  any  form  of  disabl^ent  which 
results  in  the  cessation  of  the  power  to  pursue 
productive  activities. 

Economic  death,  speaking  in  commercial 
terms,  may  be  the  result  of  actual  physical  de- 
cease, total  and  permanent  disability,  mental 
or  physical,  and  the  weakening  of  physical  or 
mental  activity  by  reason  of  old  age. 

Physical  death  comes  to  every  human  being, 
early,  late  or  later.  It  is  actuarially  ascertain' 
able  as  to  date,  but  practically  comes  without 
regard  to  the  life  expectancy  tables,  relied  upon 
m  fixing  the  premium  rates  for  life  insurance. 

EARNINGS  FOR  THE  FUTURE 
Against  its  certain  approach  the  wise  man 
makes  provision  by  life  insurance,  the  proceeds 
of  which  shall  project  his  earnings  into  tihe  fu- 
ture, which  his  benefidaries  may  experience,  but 
which  to  him  is  unknown.  Memory  is  all  that 
man  leaves  behind  for  those  who  loved  him  on 
earth.  That  memory  is  sweetened  and  height- 
ened when  foresight  and  affection  have  provided 
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a  substantial  reminder  of  the  activities  which 
made  the  home  and  happiness,  while  he  served 
his  day  and  generation. 

COMMON  SENSE 

Foresight  and  common  sense  combined  with 
parental  or  filial  affection  have  softened  the 
grief  and  made  dependents  independent,  and 
able  to  carr>'  out  the  plans  for  their  fntnre  which 
the  deceased  hoped  to  bring  to  fruition  himself. 

A  policy  of  legal  reserve  life  insurance  nam- 
ing a  wife,  parent,  brother,  sister  or  child  as 
lieneficiary  is  the  most  nnselfish  form  of  con- 
tract. It  is  a  practical  application  of  the  at- 
tributes of  the  three  graces,  Faith,  Hope  and 
Love  and  a  substantial  tribute  to  the  greatest 
of  these. 

As  protection  is  the  basic  principle  of  life 
insurance  in  any  form  and  for  any  purpose,  it 

is  only  one  step  from  the  entirely  unselfish  form 
of  protection  for  dependents  to  the  protection 
of  other  life  values. 

Dr.  Huebner,  in  his  interesting  address  deliv- 
ered in  Los  Angeles,  shows  that  these  life  values 
considered  on  their  commercial  side  far  exceed 
in  money's  worth  all  the  tangible  property  of 
the  nation. 

These  life  values  are  dependent  upon  contin 
uance  of  life  and  continuance  of  health.  So  it 

is  not  difficult  to  make  figures  of  the  amounts  of 
life  insurance  required  to  prevent  the  economic 
cessation  of  productive  activity. 
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THE  LIVING  DEATH 

The  breadwinner  who  is  totally  disabled  by 
accident  or  sickness  is  not  only  experiencing  an 
economical  loss  himself,  but  his  family  is  per- 
haps even  the  greater  sufferer.  A  living  death, 
with  all  it  means  of  care,  expense  and  misery, 
is  often  worse  than  physical  death. 

The  modern  life  insurance  policy  with  dis- 
ability benefit,  protects  the  dependents  by 
waiver  of  premiums  during  the  total  and  per- 
manent disability  and  by  paying  the  policy  in 
full  to  them  when  physical  death  occurs.  It 
does  more.  It  supports  the  family  or  pays  the 
expenses  incident  to  the  economic  disturbance 
which  caused  the  discontinuance  of  income.  It 
is  complete  protection  against  not  only  the  cer- 
tainty of  death  but  also  the  vicissitudes  of  life 
incident  to  normal  activities. 

OLD  AGE  BENEFIT 

The  modern  life  insurance  policy  not  only 
affords  protection  for  the  family  or  dependents 
and  protection  against  the  misfortunes  so  com- 
mon to  the  head  of  the  family,  but  it  provides 
protection  against  that  other  ahnost  inevitable 
form  of  economic  death,  which  comes  to  the  av- 
erage man  sometime  after  his  sixtieth  or  sixty- 
fifth  year  when  his  powers  are  weakened  by  age 
even  though  he  may  be  in  good  physical  health. 

All  these  forms  of  life  values  may  be  protect- 
ed in  a  single  policy  and  at  a  very  moderate  an- 
nual deposit  or  premium.  For  example  at  age 
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35  a  policy  for  $5,000  with  total  and  permanent 
disability  benefit  maturing  as  an  endowment  at 
age  65  may  be  secured  for  less  than  fifty  cents 
for  each  working  day.  If  death  ocoors  at  any 
date  prior  to  age  65  the  beneficiary  receives 
$5,000.  If  he  should  be  totally  and  permanently 
disabled  at  any  date  prior  to  60,  he  will  himself 
be  paid  $50  per  month  until  the  policy  matures 
by  death  or  as  an  endowment  and  his  premium 
deposits  are  waived  from  the  date  when  total 
disability  has  been  determined. 

ALMOST  A  CRIME 

It  amonnts  almost  to  a  crime  for  any  man 
with  a  family  dependent  upon  him  to  neglect  the 
opportunity  a  modern  policy  affords  liim  of 
protecting  his  widow  and  orphan  children 
against  his  death.  The  delinquency  of  failing 
to  provide  against  possible  total  disability  is 
almost  as  wid^ed. 

To  join  that  great  horde  of  old  people  who 
are  compelled  to  go  to  the  poor  house,  the  old 
people *s  home,  or  live  upon  the  eainini^s  of 
children  struggling  to  maintain  their  own  f am- 
iliesy  with  Ufe  insurance  waiting  to  care  for  them 
when  they  reacb  the  age  of  60  or  65,  is  inexcus- 
ably shiftless  and  shamefol. 

Dr.  Huebner  holds  the  view  that  one  genera- 
tion should  not  have  a  lien  for  support  upon 
any  succeeding  generation.  Life  insurance  af- 
fords the  opportunity  to  empty  the  poor  houses, 
maintain  the  people  who  are  homeless  and  give 
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dignity,  independence,  comfort  and  prolonged 
peaceful  and  happy  life  to  those  who  will,  in 
the  period  of  productivity,  provide  for  the  eco- 
nomic suspension  of  activity  due  in  most  oases 
about  age  60  or  65.  Each  generation  can  and 
should  provide  for  itself. 

PROTECTING  THE  BUSINESS 

Economic  death  can  cripple  a  corporation  or 
destroy  a  partnership.  It  can  ruin  the  pros- 
pects and  bankrupt  a  corporate  entity.  Life 
insurance  with  business  policies  meets  this  in 
cold  figures,  for  there  is  no  sentiment  in  a  cor- 
poration or  partnership  policy.  It  is  taken 
solely  for  commercial  reasons  and  is  as  much  a 
cold  blooded  transaction  as  demanding  collat- 
eral to  secure  a  note.  Incidentally,  there  may 
be  a  sentimental  thought  when  the  proceeds  are 
applied  to  pay  a  widow  for  her  husband's  stock 
in  a  corporation.  The  incentive  is  protection 
of  a  commercial  venture,  and  the  service  a  busi- 
ness policy  performs  is  much  like  that  of  a  sure- 
ty bond. 

APPLIED  HUMAN  SENTIMENT 

The  usefulness  of  the  applied  human  senti- 
ment, common  sense  and  commercial  acumen 
which  is  interpreted  so  admirably  in  legal  re- 
serve life  insurance  policies,  ought  to  appeal  to 
men  and  women  everywhere,  not  alone  to  the 
unpulses  of  the  heart  but  also  to  the  grey  mat- 
ter we  describe  as  the  intdlect 
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A  business  of  so  much  importance  to  indivi- 
duals, alive  or  dead,  to  commnnitiesy  to  cor- 
porations and  to  traders,  invites  into  its  fold 
high  grade  men  who  believe  in  legal  reserve  life 

insurance  and  devote  their  lives  to  its  develop- 
ment. These  salesmen  are  familiar  with  forms 
of  policies  and  it  is  a  part  of  their  training  to 
know  how  to  fit  a  policy  to  the  necessities  and 
purposes  of  their  clients. 

AN  INFANT  INDUSTRY 

Notwithstanding  this  remarkable  record  the 
field  has  scarcely  been  touched.  According  to 
Dr.  Hnebner,  the  life  values  of  America  repre- 
sent six  or  eight  times  the  total  worth  of  all  the 
tangible  property  in  tiiis,  the  richest  land  in 
the  world. 

The  organized  beneficence  we  call  life  insur- 
ance is  truly  an  infant  industry. 

There  is  an  ever  widening  fieid  of  opportun- 
ity for  establishing  contentment,  for  creating 

and  maintaining  homes,  for  cementing  family 
ties,  for  creating  potential  estates,  and  for  pro- 
tecting men  and  communities  of  men  against 
the  economic  death  which  menaces  the  life  val- 
ues buOt  around  Faith,  Hope  and  Love. 

And  all  the  while  it  should  be  remembered 
that  the  greatest  of  these  is  Love. 


CHAPTER  XVL 


Letter  From  Father  to  Son 


THE  following  letter  from  a  father  to  a 
son  contains  a  lot  of  good  Life  Insurance 
Philosophy  and  is  couched  in  phrases 
which  will  be  read  with  interest  and  sentiment 
by  both  fathers  and  sons : 

Grand  Bapid%  lOehigan, 
January  1,  1925. 

Mr.  Bobert  Asbury, 
Omaha,  Nebraska. 

My  dear  Son : 

Your  letter  advising  me  that  you  will  marry  Ade- 
laide Brevard  on  the  first  day  of  June,  and  asking 
my  blessing  on  your  proposed  union  is  gratefully 
and  affeetionately  reeeived. 

Your  ehoiee  of  a  companion  is  most  admirable  and 
your  father's  heart  goes  out  to  both  of  you  with  his 
earnest  prayer  for  a  long  and  happy  life. 

When  you  were  fifteen  years  old  I  took  out  a  ten 
year  endowment  on  your  life  payable  to  myself. 

On  the  20th  of  May  next  that  policy  matures  and 
the  proeeeds  will  be  my  wedding  present. 

I  am  aware  that  when  you  were  twenty  years  old, 
out  of  your  vacation  savings,  you  secured  an  ordin- 
ary life  policy  of  $5,000.  On  my  advice  it  was  made 
payable  to  your  estate,  and  you  have  kept  it  in  force 
without  aid  from  me. 
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You  should  continue  this  ordinary  life  policy  with- 
out change  of  beneficiary,  so  that  you  may  use  it  in 
any  emergency  during  your  life  time.  If  you  are 
called  away  by  death  its  proceeds  will  be  available 
to  your  administrator  or  executor  to  protect  your 
estate  from  d^;>letio]i  for  debts,  taxes  and  expenses. 

Ton  should  take  out  a  policy  for  $10,000  in  favor 
of  Adelaide,  wliieli  will  mature  as  an  endowment 

when  you  are  65  years  of  age. 

You  have  better  than  a  50-50  chance  of  living  to 
that  age  and  will  probably  be  ready  to  eease  active 
business  when  yon  are  65  years  old. 

The  proceeds  at  that  time  may  be  the  only  estate 
you  have. 

Let  us  hope  you  will  be  the  exception  though  more 
men  are  wholly  dependent  upon  their  children  or 
charity  at  that  time  of  life  than  are  self -supporting. 

I  would  carry  the  disability  clause  as  a  further 
protection. 

If  you  maintain  these  two  policies  you  can  work 
harder,  worry  less  and  accomplish  more,  because  of 
the  sense  of  security  they  will  give  you. 

When  children  come,  as  I  hope  and  pray  they  may, 
you  will  need  no  hint  from  me  to  take  out  additional 
policies  to  provide  for  their  education. 

The  payment  of  life  insurance  premiums  is  in  no 

sense  an  outlay  or  expense. 

It  is  the  very  safest  method  of  saving  and  the  only 
certain  method  of  creating  immediate  estates. 

Should  you  at  any  time  find  difficulty  in  paying 
the  premium  on  your  $10,000  policy,  a  loan  on  the 
otiier  will  meet  the  emergency  without  endangering 
your  wife's  protection. 
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I  hope  you  will  never  borrow  money  on  her  policy. 
Borrowing  on  your  ordinary  life  policy  to  pay  the 
premium  on  hers  will  be  merely  ahif^ing  the  amount 
from  one  pocket  to  the  other. 

Again  expressing  my  happiness  over  the  prospect 
before  you  of  having  a  home  all  your  own  with  tiie 
sweet  companionship  of  a  wise  choice,  I  am 

Affectionately, 

FATHER. 


CHAPTEB  XVn. 


A  Tribute  to  the  Men  of  the 
Rate  Book 


BENJAMIN  Franklin  is  the  great  American 
Apostle  and  Advocate  of  Thrift  His 
Poor  Biehard's  Alinanao  and  its  provertiB 
have  been  the  basis  of  many  an  American 

fortune. 

William  McKinley  was  elected  president  of 
the  United  States  in  1896  and  the  campaign  slo- 
gan in  whiidi  he  was  denominated  the '  '  Advance 
Agent  of  Prosperity''  did  mnch  to  secure  him 

his  majority  over  William  Jennings  Bryan. 

There  are  more  than  200,000  licensed  life  in- 
surance salesmen,  at  least  a  third  of  them 
bright,  active  and  persistent  men  of  affairs  in 
their  several  commnnities  who  are  preeminent- 
ly Ambassadors  of  Thrift  and  Advance  Agents 
of  Prosperity. 

AMBASSADORS  OF  THRIFT 

They  are  captains  of  industry,  f  oemen  of  pov- 
erty, and  benefactors  of  humanity  as  well  as 

Ambassadors  of  Thrift. 

They  are  the  men  whose  lives  are  devoted  to 
inducing  their  fellowmen  to  perform  their  duty 
to  their  families.  They  are  ttie  men  and  women 
who  teach  business  men  how  to  avoid  bank- 
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ruptoy  and  wage  earners  how  to  protect  them- 
selves agamst  dependent  old  age. 

They  are  the  bugle  blowing  heralds  and 
knights  in  full  panoply  who  bring  to  all  man- 
kind the  gospel  of  protection,  thrift  and  pros- 
perity. 

They  are  an  army  equipped  for  aggressive 
service  in  a  field  where  fighting  is  constant  but 
their  antagonists  are  their  friends. 

They  force  all  the  engagements  by  open  at- 
tack but  when  they  have  won,  the  widows  and 
orphans  of  the  vanquished  call  them  blessed. 

These  cohorts  of  progress,  protection  and 
prudence,  this  host  with  banners,  singing  the 
songs  of  home  and  country,  are  the  agents, 
salesmen  and  solicitors  of  legal  reserve  life 
insurance. 

ADVANCE  AGENTS  OF  PROSPERITY 

They  are  high  grade  Americans,  active  in 
cmc  movements  for  community  betterment,  and 
models  of  intelligent  industry  as  well  as  Ad- 
vance Agents  of  Prosperity. 

They  and  the  thousands  of  associates  who 
aid  them  in  their  endeavors  to  induce  the  men 
and  women  of  America  to  accept  the  organized 
beneficence  which  legal  reserve  life  insurance 
makes  available  to  all  the  healthy  people  of  the 
Union  and  which  opens  avenues  of  protection 
to  those  physically  impaired,  have  built  up  the 
Institution  of  Life  Insurance. 
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Wifhoiit  fhem,  more  than  35,000,000  estates 
now  in  being,  representing  more  than  $70,000,- 

000,000  of  ordinary  legal  reserve  life  insurance, 
would  not  be  the  outstanding  achievement  of 
the  world's  co-operative  financial  history. 

THE  NATIONAL  ASSOCIATION 

The  National  Association  of  Life  Underwrit- 
ers stands  for  these  field  men  as  the  only  or- 
ganization into  whioh  are  gathered  the  leaders 
of  life  insarance  salesmanship  of  the  United 
States. 

Its  membership  is  representative  only,  for 
relatively  few  of  the  men  who  compose  this 
splendid  army  of  untiring  workers  for  life  in- 
snrance,  have  direct  affiliation  with  the  National 
Association.  The  name  of  every  sincere  man 
who  carries  a  rate  book  should  be  indnded  in 
its  roster  of  members. 

THE  GOLDEN  RULE 
To  be  a  real  Ambassador  of  Thrift  and  a  real 
Advance  Agent  of  Prosperity  is  a  distinction  of 
which  any  American  Citizen  shonld  be  prond. 

Every  honest  agent  of  every  reputable  life  in- 
surance company  may  earn  the  title.  Most 
agents  and  most  legal  reserve  life  insurance 
companies  are  honest  and  reputable.  The  busi- 
ness is  of  snch  mdqne  character,  that  elimina- 
tion of  the  dishonest  and  disreputable  is  cer- 
tain. No  other  business  is  so  dependent  for 
permanent  success  upon  the  highest  principles 


BLACKBURN  ON  UFE  INSURANCE  107 


of  strict  integrity.  !bi'no  other  occupation  is 
the  golden  rule  the  ever  present  guaranty  of 
financial  reward.  In  no  other  business  under- 
taking is  it  so  absolutely  certain  that  miscon- 
duct and  lack  of  personal  and  official  integrity 
will  be  exposed  and  punished. 

MAKING  AND  PRODUCING  ESTATES 

These  Ambassadors  of  Thrift  are  going  about 
the  land  educating  the  people  to  be  prudent, 
foresighted  and  efficiently  thoughtful  for  the 
future  of  their  dependents.  They  are  informing 
business  men  of  the  opportuni^  available  for 
maintaining  the  integrity  of  co-partnerships 
and  perpetuating  the  life  of  corporations.  They 
instruct  men  who  have  earned  a  competency 
how  to  protect  their  heirs  and  devisees  from 
confiscatory  taxes.  Incidentally  the  doctrines 
of  protection  against  the  catastrophes  of  hu- 
man existence,  preached  in  season  and  out  of 
season,  help  men  and  women  to  plan  for  the 
future  and  build  inheritances. 

MAKING  ESTATES  PERMANENT 

These  Advance  Agents  of  Prosperity  are 
showing  their  neighbors  and  the  public  gener- 
ally how  policies  of  life  insurance  may  create 
estates  and  make  them  permanent.  They  make 
possible  great  public  educational  and  eleemosy- 
nary institutions.  They  provide  money  for  the 
payment  of  church  debts. 
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They  can  trafhfally  assert  that  they  are 
bringing  to  the  community  money  which  can  be 

obtained  in  no  other  way. 

The  reserve  funds  and  capital  of  life  insur- 
ance are  utilized  to  promote  prosperity. 
Thron^^  them  churchy  ooOegeSy  hospitalsy  ntQ- 
ities,  homes,  business  houses  and  public  im- 
provements are  financed. 

THE  INSURED  MAN  IS  THE  SAFE  MAN 

Ninety  per  cent  of  the  business  of  the  coun- 
try is  done  upon  credit.  Credit  is  based  upon 
property  and  character.  The  insured  man  is 
the  safe  man — safe  for  his  own  enterprises,  safe 
against  unforeseen  disaster,  safe  against  de- 
pendent old  age  and  permanent  disability,  and 
safe  against  that  absolutely  certain  catastrophe 
men  denominate  death. 

Prosperity  comes  to  and  remains  with  the 
individual  and  the  connnunity  which  is  pro- 
tected by  insurance  against  loss  of  property  and 
loss  of  earning  power.  Prosperity  is  the  hand- 
maiden of  thrift  and  the  man,  woman  or  com- 
munity which  spends  all  it  earns  for  the  pass- 
ing luxuries  or  necessities  must  always  be  poor. 
Death  means  grief  always  and  it  spells  desola- 
tion and  individual  privation  when  no  prepara- 
tion to  meet  it  has  been  made  in  the  lifetime  of 
the  deceased. 

THE  TWIN  8I8TER8 
Thrift  and  Prosperity  are  the  twin  sisters  of 
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Comfort  and  Contentment.  Poverty  is  not  of 
kin  to  Happiness. 

Life  insurance  is  the  great  shock  absorber  of 
modem  civilization — available  to  every  wage 
earner  and  bread  winner.  It  adapts  itself  to 
the  vicissitudes  of  existence  and  meets  and 
mates  with  common  sense  to  create  and  control 
personal  habits  and  cancel  catastrophes. 

All  honor  then  to  the  Ambassadors  of  Thrift 
and  the  Advance  Agents  of  Prosperity  —  the 
Life  Underwriters  of  Anierica. 


A  WIDOW'S  HOPE 

A  widow  found  a  policy  of  $20,000  among  her 
husband 's  papers  after  the  funeral.  Grateful  to  the 
beloved  for  his  thoughtfulness,  she  went  to  a  monu- 
ment maker  and  ordered  a  handsome  grave  stone 
which  she  placed  on  his  grave.  On  it  was  inscribed 
the  name,  the  date  of  her  departed  husband's  birth 
and  death  and  the  fact  that  he  was  her  husband. 
Underneath  all,  she  had  engraved  the  words  ''Rest 
in  Peaee." 

Then  she  presented  the  policy  and  asked  for  blanks 
to  make  proof  of  death.  To  her  bitter  surprise  and 
disappointment  the  company  advised  her  the  pre- 
miums had  not  been  paid  and  the  policy  had  lapsed 
after  the  first  year  and  the  policy  was  void.  When 
she  learned  these  facts  she  returned  to  the  tomb- 
stone manufacturer  and  directed  him  to  add  a  line 
to  the  sentiment  already  appearing  on  the  stone 
which  line  was  epigrammatically  expressive.  It 
read  ''Until  we  Meet  Again.'' 


CHAPTEB  XVm 


Fundamentally  Solvent 


BGAL  Besenre  life  Insurance  is  an  unique 
demonstration  of  solvency,  safety  and 

permanence. 


It  is  a  combination  of  elemental  principles 
which,  combined  in  a  standard  form  of  life  in- 
surance policy,  becomes  the  most  dependable 
commercial  and  fiduciary  agreement  thus  far 
devised  by  the  genius  of  mankind. 

By  laws  and  stipulations,  the  policy  is  incon- 
testable after  a  definite  period.  It  is  unlike  any 
other  gainful  undertaking,  because  one  of  the 
high  contracting  parties  is  irrevocably  bound 
to  perform,  while  the  other  may  abandon  it  at 
will. 

MATHEMATICALLY  CERTAIN 

Mathematically  certain  and  based  upon  the 
immutable  law  of  God  that  Death  Cannot  be 
Avoided,  the  policy  performs  its  functions  if 
the  policyholder  pays  his  premiums. 

Under  that  other  establshed  order  of  the 
Great  Creator,  the  Law  of  Averages,  the  aetu- 
ary  calculates  the  dates  when  the  group  of  pol- 
icyholders will  individually  mature  the  policy 
obligations  of  the  Company,  and  determines  the 
deposits  required  annually  to  meet  and  dis- 
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charge  those  obligations  as  they  become  pay- 
able, to  the  last  surviving  or  last  persistent  liv- 
ing contributor  of  premiums. 

For  many  years  the  opinion  was  more  or  less 
prevalent  that  young  members  constantly  added 

to  a  group  would  maintain  the  average  mortal- 
ity. The  wrecks  of  so-called  life  insurance  or- 
ganizations which  undertook  to  meet  their  ac- 
cruing obligations  upon  this  basis  have  explod- 
ed the  theory  completely. 

''ADVERSE  SELECTIONS" 

Furthermore,  there  was  for  many  years,  a 
more  or  less  fixed  opinion  that  adverse  selec- 
tion'* must  be  offset  by  continuiog  additions  of 
selected  young  policyholders. 

Adverse  selection"  or  "selection  against 
the  company"  was  a  matter  of  very  deep  con- 
cern to  life  insurance  experts.  Even  today, 
some  apprehension  reaches  across  the  curves" 
and  blurs  the  theory  of  probabilities"  to  some 
extent.  The  argument  was  plausible.  It  assert- 
ed that  when  a  company  for  any  cause,  ceased 
to  transact  new  business,  it  would  experience 
the  witlidrawal  of  the  insurable  policyholders 
who  could  go  elsewhere  for  protection,  but 
would  hold  in  its  organization  the  impaired 
lives,  who  would  be  unable  to  secure  policies 
elsewhere. 

This  theory  has  not  been  established  as  a 
fact  by  American  experience.  As  many  as  one 
hundred  life  insurance  companies  have  ceased 
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for  one  cause  and  another  to  write  business  and 
in  forty-five  years  no  life  insurance  company 
which  continually  operated  on  the  regular  legal 
reserve  plan  from  date  of  organization,  has 
failed  with  loss  to  policyholders. 

"NO  SUCH  WORD  AS  FAIL'' 

In  the  bright  lexicon  of  legal  reserve  life  in- 
surance there  is  no  such  word  as  fail,  to  para- 
phrase the  celebrated  epigram  of  Eichelieu. 
Performance  by  the  company  is  guaranteed  by 
the  reserves  and  with  reserves  maintained  nn- 
impaired,  there  can  be  no  possible  disaster 
which  will  destroy  the  individual  or  collective 
obligations  of  the  company  to  the  policyholders 
and  their  beneficiaries. 

Sisie  and  assets  in  life  insurance  are  purely 
relative  items.  Neither  has  any  compelling 
force  affecting  the  ultimate  result  to  any  indi- 
vidual contract.  The  ten  million  dollar  com- 
pany is  as  safe  as  the  ten  billion  dollar  com- 
pany. Each  must  necessarily  create  the  same 
relative  reserve  to  meet  policy  obligations. 

In  no  other  form  of  commercial  endeavor  or 
fiduciary  undertaking  is  the  performance  so  ab- 
solute and  dependable. 

TWO  COMPANT  ILLUSTRATIONS 

There  is  a  company  in  the  middle  west  which 

was  organized  in  1857.  It  has  confined  its  busi- 
ness to  one  state.  The  total  volume  of  its  risks 
is  less  than  $10,000,000.  It  never  in  ^^^(^1^^  ^^'^i^E^ 
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reer  added  as  much  as  a  million  of  new  business 
to  the  volume  of  the  preceding  year.  It  is  one 
of  the  smallest  companies  in  the  American  Life 
Convention,  judging  by  its  volume,  and  its  as- 
sets exceed  $2,000,000.  If  it  should  discontinue 
writing  new  business  it  could  and  would  liqui- 
date every  policy  obligation  in  accordance  with 
its  terms. 

In  1907  a  Georgia  company  had  a  total  vol- 
ume of  business  aggregating  $42,000,000,  rep- 
resented by  13,390  policies.  That  company  has 
written  no  new  business  for  nearly  fifteen  years. 

Its  volume  has  been  depleted  until  there  was  in 
force  December  31,  1924,  $6,296,450.  Its  assets 
are  $3,050,099.  Its  reserve  to  pay  outstanding 
policies  is  $2,798,286.  Its  income  in  1924  was 
$369,895  and  it  paid  more  than  $240,000  to  pol- 
icyholders and  beneficiaries  in  that  year. 

Any  actuary  will  tell  the  reader  that  the  fore- 
going figures  represent  an  institution  with  go- 
ing value  and  complete  solvency. 

These  two  companies  represent  the  two  ex- 
tremes of  life  insurance.  One  has  been  slow- 
growing,  conservative  and  sound  at  all  times. 

The  other  had  a  very  rapid  growth  under  meth- 
ods disapproved  by  the  Department  of  Insur- 
ance and  was  taken  over  by  the  Department  and 
operated  thereafter  under  direct  departmental 
supervision. 

They  illustrate  the  truth  of  the  statements 
made  herein. 

Size  and  age  are  not  material. 
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THE  SAFEST  OF  BONDS 

A  legal  reserve  life  insurance  policy  is  the 
safest  bond  in  the  market  at  all  times  of  the 
year  and  in  all  the  years  it  remains  in  force. 

Fundamentally,  every  legal  reserve  life  insnr- 

ance  company  is  sound,  safe,  dependable  and  its 
policyholders  are  secure. 

There  is  no  other  business  so  thoroughly  sn- 
Iiervised  and  no  other  business  where  integrity 
of  management  is  so  essential  to  financial  suc- 
cess. 

The  seventy  billion  dollars  of  life  insurance 
now  guaranteed  by  the  two  hundred  and  fifty 
or  more  legal  reserve  life  insurance  companies, 
represents  thirty-five  million  estates  voluntarily 
created  by  about  the  same  number  of  individual 
policyholders.  Each  of  these  estates  was  creat- 
ed in  the  first  instance  by  the  payment  of  a  de- 
posit of  a  small  per  cent  of  the  face  amount  of 
the  estate. 

TALKS  THE  INSTITUTION 

With  these  facts  and  others  quite  as  inter- 
esting, the  life  insurance  agent  may  justly  take 

pride  in  his  calling  and  profession.  He  repre- 
sents the  great  Institution  of  Life  Insurance, 
and  if  he  is  wise  he  will  talk  the  Institution  and 
not  the  Company.  His  company  connection  is 
purely  incidental.  He  should,  and  trained  men 
do,  where  the  fact  is  involved  in  discussion,  say : 

**A11  legal  reserve  life  insurance  companies 
are  good." 


CHAPTEfi  XIX 


The  Life  Insurance  Estate 


CHEATED  by  a  deposit  of  three  to  five  per 
cent  of  the  face  of  the  policy,  the  legal 
reserve  life  insurance  estate  is  thereafter 
fixed  and  certain. 

It  continues  until  the  policy  matures.  In  no 
other  way  can  an  estate  be  created  and  estab- 
lished by  the  payment  of  so  small  an  instahnent. 

Haviiig  been  brought  into  being,  this  unique 
estate,  fieculiarly  distinct  from  every  other 
form  of  property,  is  especially  desirable. 

The  prime  purpose  of  life  insurance  is  pro- 
tection for  dependents  of  the  insured,  but  it 
meets  every  requirement  of  a  conservative 
investment 

Added  to  its  value  as  a  savings  proposition,  is 
the  certainty  that  the  ultimate  purpose  of  ac- 
cumulating a  definite  sum  of  money  by  a  definite 
or  indefinite  date,  will  not  be  defeated  by  the 
casualty  of  deaUi  or  total  and  permanent 
disability. 

Summed  up  briefly  the  estate  which  the  in- 
sured creates  by  depositing  with  an  old  line 
company  a  small  annual,  semi-annual  or  quar- 
terly instalment,  possesses  features  which 
should  engage  the  interest  of  men  and  women 
working  for  wages  and  those  whose  incomes  are 
derived  from  other  sources. 
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Quickly  The  first  deposit  ob  a  legal  re- 
Acguired  serve  life  insurance  paliojr  creates 
an  immediate  estate  equal  to  the 
face  of  the  policy. 

Easily  The  estate  so  created  is  main- 
Mainiamed  tained  by  small  annual,  semi-an- 
nual or  quarterly  deposits.  Some 
companies  accept  monilily  pay- 
ments. 

Always  The  estate  at  death  is  invariably 
ai  Par  worth  one  hundred  cents  on  the 
dollar  and  automatically  becomes 
cash.   No  other  form  of  property 

possesses  this  feature. 

Absolutely  The  estate  is  guaranteed  by  an 
Secure  old  line  legal  reserve  life  insur- 
ance company,  the  safest  finan- 
cial institution  in  the  world. 

Incon-  After  one  or  at  most  two  voars 
testable  the  policy  is  incontestable.  Nine- 
ty-nine per  cent  of  all  policies  ma- 
turing are  paid  immediately. 

No  The  estate  does  not  fluctuate  in 
Flmtuaiion  value.  It  is  not  subject  to  market 

contingencies.  It  is  permanent, 
continuing  and  immediately  avail- 
able. 

Small  The  creation  and  maintenance  of 
Outlay  a  life  insurance  estate  involves 
the  temporary  outlay  of  an  an- 
nual sum  less  than  interest  and 


BLACKBURN  ON  LIFE  INSURANCE  117 


but  little  more  than  the  annual 
municipal  tax  rate. 

It  is  free  from  taxes,  assess-  No 
ments,     repairs,     improvement  Taxes 
charges  and  other  items  of  ex- 
pense incident  to  ownership  of 
every  other  form  of  property. 

The  town  may  burn,  the  house  Fire 
and  all  its  contents  may  be  de-  Proof 
stroyed,  but  life  insurance  is  fire- 
proof.   The  destruction  of  the 
policy  will  not  delay  payment  or 
reduce  its  face  value. 

Other   property  may   be   em-  Thieves 
bezzled,  stolen  or  carried  away  by  Balked 
bailees,  but  life  insurance  is 
proof  against  every  form  of 
thievery. 

So  long  as  stipulated  deposits  are  Fool 
made  at  the  stipulated  periods,  no  Proof 
impairment  of  the  estate  can  pos- 
sibly occur.   It  is  foolproof. 

Life  insurance  payable  to  a  desig-  No 
nated  beneficiary  requires  no  pro-  Probate 
bate  proceedings.    A  will  must 
be  probated. 

Life  insurance  requires  no  ad-  No  Court 
ministration,  no  executor,  or  ad-  Procedure 
ministrator,  no  receiver,  no  court 
action  and  no  court  or  adminis- 
trative expense. 


118    BLACKBURN  ON  LIFE  INSURANCE 


Paid  The  proceeds  of  a  life  insurance 

Immediately  policy  issued  by  a  legal  reserve 

company  will  be  paid  within 
twenty-four  hours  after  due 
proof  of  death. 

No  Where  a  living  beneficiary  has 

Red  Tape  been  designated,  no  legal  contin- 
gency or  official  red  tape  is  in- 
volved or  necessary. 

No  No  lawyer  is  n^ed  to  prepare 

Lawyer  proofs  or  collect  the  proceeds  of 
a  legal  reserve  life  insurance 
policy. 

Three  incidents  and  three  alone  and  a  legal 
reserve  life  insurance  policy  executed,  delivered 
and  matured,  is  immediately  paid.  These  are, 
premiums  paid,  proof  submitted,  check  drawn. 
When  an  endowment  policy  matures,  the  three 
items  are  premiums  paid,  policy  matured  and 
check  drawn. 

The  United  States  mail  or  a  company  repre- 
sentative delivers  the  cheek  and  takes  up  the 
policy. 


CHAPTfiB  XX. 


A  RESUME 


1.  The  plan,  principles,  purposes,  manage- 
ment and  achievements  of  Legal  Reserve  life 

Insurance  entitle  it  to  public  confidence. 

2.  The  contract  is  unique,  unilateral  and 
equitable.  It  is  a  contract  by  the  terms  of 
which  all  interested  parties  enjoy  gains,  op- 
tional as  to  tlio  insured  but  irrevocable  as  to 
the  insurer,  and  is  based  upon  equivalents  and 
equations. 

3.  No  other  commercial  undertaking  ap- 
proaelies  the  Legal  Reserve  Life  Insurance 
contract  in  character  or  performance. 

4.  Legal  Reserve  Life  Insurance  is  the  high- 
est achievement  of  human  commercial  endeavor 
and  the  only  fiduciary  financial  undertaking 
which  has  demonstrated  the  possibility  of  creat- 
ing a  oo-operative  corporation,  whose  solvency 
is  not  endangered  by  panics,  pestilence  and  per- 
nicious propaganda. 

5.  Legal  Reserve  Life  Insurance  not  only 
protects  families  and  postpones  bankruptcy, 
but  it  extends  estates  beyond  the  life  of  the 
builders  and  safeguards  their  property  against 
the  catastrophe  of  death. 
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6.  Legal  Reserve  Life  Tiisui  :in«  <'  so  sim- 
ple ill  principle  that  it  caiinot  be  uiibuiKlerstood 
and  therefore  both  the  wise  and  the  simple  can 
nppreciate  its  i)uipose  and  understand  its  re- 

i^ii.i'  11.  ii t s« 

7.  Legal  Reserve  Lif(^  TiisuraiKM'  tnkcs  no 
toll  at  tlie  iriaturity  of  the  contract,  contests  no 
honest  claim,  seeks  out  lost  beneficiaries  and 
pays  all  obligations  within  twenty-four  hours 
after  the  fact  of  maturity  is  established. 

S.  Leiral  liescrve  Life  Tiisiiraiic'  iv,iihil»k' 
to  every  healthy  human  l)eiiig,  upuu  U'lma  with- 
in roach  (»f  tlio  humblest.  Coming  to  the  door 
of  desolation,  it  enters  the  chamber  of  grief, 
bearing  the  oil  of  consolation,  burning  in  the 
lamp  of  hope. 

9.  Legal  Reserve  Life  Liburanee  adapts  its 
beneficence  to  the  necessities  of  linin  m  exist- 
ence as  does  no  other  financial  institution. 

10.  Legal  li'  i  Nr  Lii'  i nsmMiu'c  is  t ii.  i  .md- 
maiilen  of  thrift  ami  tln^  protector  of  home  and 
family  and  business  associates. 


■(»»wiil|.jj|tiiiiiiii 


m^ckhvmon  Life  If^yaneei 


;Onf  totieii  copi^  •     i  .       .  |.>.  eac^??5c 

I  eii  to  tty  copi^.  ; " '     '  60c 

One  hirndfcd  to  five  ijimd]^4|o#^^*-  45c 
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INTENTIONAL  SECOND  EXPOSURE 
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r>.  1/        lii'-ciNc  Lil''  Insin-niM'*'  is  so  siin 
in  prinripl"  that  il  r,ii!!!<»t  !»••  nn-iuMh-rslootl 
ami  tlHT'  loi'i:  luitli  tlir  wisi-  mul  the  ^inii>!i«  can 
a[»piT»*iat<'  its  pinuosc  niul  iiiKlcrstand  its  rv- 
villi  niacrits. 

7.  hN's;  r-.f'  1/^1     Iiisnrancc  tak<'s  no 

tt'il  at  till-  hiaturity  of  Iht'  l  oht  ract,  roiilrsts  no 
lioncst  claim,  seeks  ont  '(ts!  iM-nelicia lies  and 
pays  all  ol>li.i»:ations  witliiii  (went \  four  hours 
al'tcr  tlic  fact  of  in  itiu  ity  is  cstahiishcMl. 

S.  l.en'a!  Ii<'>rr\-e  Jjf'  In  ^]:r  ; i>  a\  aihil>lc 
{o  ('V;m'v  liralthv  hi  !:...'!  '•.■•nm',  t-  rms  with- 

in  uracil  oi"  the  h.nnihl.  t'oniini;-  t(»  iIm'  <iooi- 
of  desolation,  it  i  nl:  rs  jIi  clumitver  of  jurief, 
bea.rin.L^-  the  oil  of  <M>nsolal!oii.  Ininiiiisi:  iu  tlie 
lanij>  of  lioiH\ 

1>.  Leir-!'  !iesei-"v  •  l.ii  ■        'nast  e  ::'lanl-  it- 

!hMI:  licenec   to   til!'  -       :    :    o!'   heni  !!!  rxist- 

•  'iiri'  as  does  no  othtT  i:!i;';irial  instilntion. 

UK  IjViXixl  lieserve  liife  lnsi:r,'ner  is  the  liaiitl- 
niaidt'ii  of  tlirift  and  thf  jn  eiiTtor  of  liomr'  and 
faniilv  and  hiisiiier-'  as-ori-:  .-. 
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